+ RS, 


id 
—_ 


VET | 


Mo 





ACCEPT 
THAT CHALLENGE NOW 
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supply items which are purchased each year direct from manufacturers 





and through sources other than the regular channels are a direct chal- 
lenge to distributors. 


Users buy direct only because they believe it's to their advantage 





to do so. If distributors are to secure that huge volume of potential 
| business, therefore, they must convince buyers that they can serve their 
interests better than can any other system of distribution. 


APARNA SRT 


A big job, but it can be done. The psychological time for doing 
it is now, when buyers, forced by economic conditions to purchase from 
hand-to-mouth, are more than ever dependent upon local stocks on which 
they can draw as they need. 


To change the purchasing habits of direct buyers, facts proving 
the economic worth of the distributor must not only be gathered, but 
disseminated. This calls for exhaustive studies, involving nation-wide 
field investigations and the organization of the material into an effective 


sales presentation. 


Mill Supplies has undertaken to do this job in May. For months the 
editors have been at work organizing the material in an unusual fashion, 
for the use of alert distributors in diverting to them the tremendous 
volume of supply business: now going elsewhere. 


You'll want to participate in this business-building activity. 


TEXROPE BELTS are made by B. F. 
Goodrich for Allis-Chalmers. 
Complete stocks are carried 
at strategic points for 
convenience of 
distributors. 


In Every Industry 
A Profitable Market for 


Texrope Drives 


Every plant on which you call is a present or 
prospective user of Texrope Drives. There are 
literally hundreds of applications for these 
famous transmission drives. Their efficiency, 
economy, cleanliness and smooth operation have 
won for them universal acceptance. 

Today there are more than 150,000 Texrope 
Drives in use, with splendid records of success- 
ful service. These drives alone offer an enor- 
mous market for Texrope Belts necessary as re- 
placements. 

Texsteel Sheaves for Texrope Drives were 
created by Allis-Chalmers to answer an increas- 
ing demand for a lower priced unit. Their per- 
formance will satisfy the most discriminating 
user. They offer the distributor unusual sales 
opportunities. 


Write us for details concerning 
our plan of sales cooperation. 


ALLIS-CHALMERS MANUFACTURING COMPANY 
TEXROPE DIVISION Milwaukee, Wis. 


ORIGINATED BY ‘ ALLIS-CHALMERS 


TEXROPE 4) DRIVES 


THE DRIVES THAT REVOLUTIONIZED TRANSMISSION PRACTICE + ++ 
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executives of American Industry, in the interest of Goodrich quality and performance 
standards. * Itis the purpose of this series to promote among industrial buyers those the buyer, and throw 
principles of buying practice which require genuine value ig return for fair prices; 

and to protect the legitimate profits of those who sell Goodrich Mechanical Rubber ope n the m arkets 
Coods against price discrimination. + The publications selected to carry this campaign 
are: The Business Week, Factory Management & Maintenance, Mill & Factory,and Power. 





of the world to 
unscrupulous manu- 
HE nemesis of quality is The _ facturers who regard the worshipers 
Chiseler. A character created by __ of price as their lawful prey. 
the drama of the times, he is the 
modern prototype of David Harum. 
To the penalties of a transaction that 
is unprofitable to the supplier, he is 
blind. Believing implicitly in the 
adage that “A penny saved is a penny 
earned,” he is now requiring a price 
based on sheer out-of-pocket costs. 


To Mill Supply Distributors... 
This is the first advertisement in a series directed to the administrative and operating 





The debasement of quality can only 
mean the lowering of performance 
standards and a deeper drain upon 
incomes—the major variable cost-fac- 
tor that still remains. Which means 
in turn the flight of consumer pur- 
chasing power and unfortunate social 





consequences. 

Carried further, this practice of “‘chis- Here at Goodrich we believe The 

eling overhead” will bring the solid — Chiseler can no longer be permitted to 

rock of quality crashing down upon speak for American Industry—which | 
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sells as well as buys. We believe his 
voice will soon be submerged in a 
veritable clamor of voices, until now 
strangely silent, demanding recognition 
for quality on a record of concrete, 
constructive performance. 





GOODRICH MECHANICAL 
RUBBER GOODS INCLUDE 


Conveyor, Elevator and Transmission 


Belting ... Air, Steam, Water and Suc- 


area TR 


tion Hose... Rubber Lining for Pipe, 


li ‘ lie Dita Tank Cars, Pickling and Plating Tanks 
Qua ye 8 ee & Goodrich. We ... Packing and Molded Rubber Prod- 


are pledged to preserv e it so long as ucts...and a complete line of Miscel- 
American Industry will insist on gen- laneous Rubber Items. 
uine value in return for price. 








THE B. F. GOODRICH RUBBER COMPANY, MECHANICAL RUBBER GOODS DIVISION, AKRON, OHIO 


<a> Goodrich 





ALL IN RUBBER 
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Fewer spindle threads would “get by”. But an extra 
number of threads in contact with the bonnet means extra 
wear ... insures against spindle “wabble” when the valve 


is seated. So Jenkins provides this safeguard in the 106-A 
Standard Bronze Globe Valve. 


This valve is full of “extras” that cost Jenkins more, but 
save time and money for valve users. Point out to your 








4 





REPACKED 3 
UNDER PRESSURE < 


When this valve is 
wide open, the bev- 
eled collar on the 
spindle makes a 
strong tight joint 
with the beveled sur- 
face on the bonnet, 
so that the valve can 
be repacked under 
pressure. 





pea: ¥> Page 


Check the 5 Time and Money Saving Points/ 


“This valve has a spindle 


that wont get “wabbly”— 
the longer threads stand longer wear 


customers the features shown below. Such a combination 
of superiorities won’t be found in other standard bronze 
globe valves. That is why Jenkins Figure 106-A Valves 
are easier to sell—and why they stay sold. 


JENKINS BROS. , 80 white St., New York, N. ¥.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, Mass.; 133 No. Seventh 
St., Philadelphia, Pa.; 646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, Eng. 
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C EXTRA DEEP STUFFING BOX 


Holds a large quantity of packing, com- 
pressed by follower, requiring less renewal 
and providing extra —— against leak- 
age around the spindle. 


MORE SPINDLE THREADS IN CONTACT 
WITH BONNET 


More spindle threads in contact with the 
bonnet J gy longer wear and more ser- 
Ko vice. On this point, too, Jenkins design 


excels. Note, also the clean cut threads. 











ONE-PIECE SCREW-OVER BONNET 


A bonnet of exceptional strength! The solid 
one-piece construction permits ease in taking 
off and replacing the bonnet over and over 
again without danger of distorting or spring- 





ing it. 





y/ SLIP-ON STAY-ON DISC HOLDER 


This is an exclusive Jenkins advantage. Open 
the spindle merely a turn or so, and you can 
take off the bonnet without the disc holder 
falling off the spindle. 
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JENKINS RENEWABLE DISC 


Of a resilient composition, the disc forms 4 
perfect contact with the valve seat, and pro- 
vides a leak-tight closing. It is specially com- 
pounded for the service. Easily and quickly 








renewed. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


Sie with the “Diamond” 


jon 


Always marked 
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The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR FEBRUARY 
100 = Average Monthly Sales, 1923—1925. 


February sales drop to 31.4. Middle West hits slide. East, South and 
Pacific Coast hold own. 


OT only did the banking troubles in the 

middle western territory, late in Febru- 

ary, drag the supply sales of that section 

down about 30%, but they also seriously af- 

fected the Sales Indicator for the country as 
a whole. 


As predicted in the March issue, the Indi- 
cator touched its fifth new low in the fifth 
month of its existence, dropping 4.6 points to 
31.4. Also, as predicted, the eastern, south- 
ern and Pacific Coast territories held their 
own but were not strong enough to carry the 
continuous hammering which the territory 
from Ohio to the Rockies has been taking. 

An extenuating factor which must be con- 
sidered in comparing February sales to those 
of the month previous is the shorter working 
month. This factor alone would account for 
a 4% drop in sales, which, if figured into the 
Sales Indicator, would have confined the drop 
to about three points. 

March, with its national banking holiday, 
does not appear to be as gloomy as might be 
expected. Reports from distributors, based 
on sales for the first 20 days, exhibit some 
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very encouraging signs. With the exception 
of certain centers in the middle west and 
parts of the south, a month at least as good 
as February appears highly probable. 

Some distributors in all sections are look- 
ing for gains of from 5% to 10%. All distrib- 
utors reporting from the Western and Pacific 
Coast territories predict increases. Probable 
loss in the south appears small but a 10% 
drop in the middle west would not be at all 
surprising, due to the fact that in several 
large centers, a successful solution of the 
banking problem had not been reached at the 
end of March. 

Though depending on the straightening 
out of banking difficulties, it appears likely 
that the downward trend of supply sales will 
be checked within the next few months. Al- 
ready, the stabilization of the Indicator ap- 
parent in the east, south and west, points to 
an imminent upturn. Returning confidence, 
so evident in all sections, should hasten it on 
its way. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 36. 
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‘Practical Sales Helps for 
Wire Wheel Brush Salesmen 


Markets « Uses % 
Sales Pointers , 
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IN A BUILDERS’ HARDWARE 
MANUFACTURING PLANT 
A wire wheel brush cleaning rusty 
steel and casting parts in a plant 
manufacturing builders’ hardware. 


IN A MOTOR REPAIR SHOP 
In the repair shop of an electrical 
contractor, wire wheel brushes are 
used, not only in cleaning copper 
stock and other materials going into 
repair jobs but in polishing the out- 
side of the motors as well. Wire 
wheel brushes aid materially in giv- 
ing a new motor appearance to 
every job leaving this shop. 














1. Cleaning auto springs before and after assembling, 
gears, brass, copper or aluminum parts, brass or 
copper tubing, carbon from boiler caps, castings, 
concrete forms, copper contact fuses, drills, gas 
meters, machine parts, metal parts, before and after 
welding, ships, metal surfaces, structural iron work, 
cans in canning factories, pipe threads, rubber 
molds, and storage battery parts. 


2. Removing burrs from stamped and machined parts, 
carbon from gas engine parts, insulation from elec- 
trical wires, enamel, paint and varnish from miscel- 
laneous metal surfaces, scales from: fish, rust and 
scale from forgings, tools, shovels and axles. 





3. Buffing tires before vulcanizing and in manufac- 
turing, tubes for splicing and patching, beading IN A FOUNDRY 
and shovels in manufacturing. Castings are frequently made for new inventions 
4. Polishing metal parts before plating or painting. in electrical equipment. Appearance is a factor in 
5. Brushing file marks from metal automobile bodies decisions on new patterns and here the wire wheel 
before painting. brush plays its part in dressing up products so that 
— = — they will pass critical inspection. 
6 
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The Market for Wire Wheel Brushes 











INDUSTRIES A|B INDUSTRIES A\B 
Steam Railroads e Canning and Preserving & 
Electrical Railways s Dairies, Ice Cream and Cheese * 
Marine @| Smelting and Refining r ) 
Aviation @| Blast Furnaces & 
Electric Light and Power Plants e Machine Shops & 
Gas Plants e Foundries S 
Water Works and Filtration @| Mechanical Machinery & 
State, City and Country Inst. @| Electrical Mach. and Eqpt. & 
Highway Departments @! Automotive ea 
Sand and Gravel Plants @)| Shipbuilding and Dry Docks * 
Quarries @| Brass, Bronze and Copper Working | @ 
Coal Mines @| Railroad Repair Shops * 
Metal Mines @| Forge Shops ® 
Misc. Mines @| Stamping and Enameling € 
Petroleum and Gas Wells e Musical Instruments 7 
Chemicals, Drugs, etc. oS Silk Manufacturers @ 
Ceramics, Brick and Tile @)| Rayon Mills | e 
Coke and Mfg. Gas @| Shoe Factories | e 
Glass oe Concrete Products & 
Rubber + 














A—OUTSTANDING MARKETS B—GOOD MARKETS 
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a7. 
18. 


19. 


Facts You Should Know to Sell Wire Wheel Brushes 


For buffing, removing surface imperfections or any operations requiring a cutting effect, 
brushes ought to be made of wire ranging in size from numbers 25 to 33 gage and be 
operated at speeds of from 2,300 to 3,500 surface feet per minute. 


For removing loose surface dirt and producing a satin finish where no burnishing is 
required, brushes should be made of wire ranging from numbers 33 to 39 gage and be 
operated at an approximate speed of 5,000 surface feet per minute. 


If a finished or burnishing action is required, such as metal finishing, the finishing 
touches should be applied with brushes made of wire ranging in size from .0075 to .003 
inch diameter and operated at a speed not exceeding 7,500 surface feet per minute. 


Determine the horse-power rating of the motor, and then consult your manufacturers’ 
catalog to find out the diameters of brushes for various sizes of motors. 


On stationary equipment, select the largest diameter of brush that can be used on the 
equipment at r.p.m. (spindle speed) which will not exceed the recommended maximum 
speed of the brush. 


On portable equipment, an 8-inch diameter brush is ordinarily the largest used. <A 
larger diameter brush is harder to handle at speeds over 3,000 r.p.m. 


If the speed of the motor is variable, check your manufacturer’s catalog for suggested 
ranges of spindle speeds at which various diameters of brushes should be operated. 


If the motor speed is constant, it is often necessary to consider the surface speeds of 
several diameters before the correct brush can be selected. 
Ordinarily, the larger the diameter and greater the surface speed, the lighter should 


be the gage of wire. When a slower surface speed is used, the gage of wire should be 
coarser. 


The kind of work to be accomplished determines the amount of pressure to be applied. 
To clean, remove or roughen, use light pressure; to finish, polish or burnish, the amount 
of pressure to be applied depends upon the finish desired. 


For use on iron and steel, steel wire wheels are generally used; on aluminum, steel wire 
wheels; on brass, either steel or brass wire wheels—steel to obtain a “brush finish’? and 
brass to obtain a “polish finish’’; on copper, steel wire wheels, except when a decorative 
effect is required and then brass wire wheels are used; for polishing plated products, 
fibre wheel brushes are used. 


A large diameter, coarse wire brush is generally operated at slow speed on a stationary 
stand. 


The smaller the diameter and shorter the length of wire, the stiffer the face of the 
brush. 


Caution operators to wear goggles. 
If a brush cannot be operated at the proper speed to produce satisfactory results, the 
use of a heavier gage of wire will often accomplish the purpose. 


The higher the speed of a wire wheel brush, the quicker wire breakage will be caused 
by crystallization. 


The coarser the wire, the fewer times it will stand bending without breaking. 


If there is a choice of using a finer gage wire as compared with a coarser gage in a 
wheel operating at high speed, advise the finer wire as it will stand more bending or 
flexing action. 


Urge your customers to keep their equipment in good condition. A loose bearing or 
shaft out of alinement may cut the life of a wire wheel brush as much as 30%. 
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IN AN ELECTRICAL MANU- 
FACTURING PLANT 
Insulating enamel on magnet wires, 
used for electrical coils, is being re- 
moved on the ends which have to be 
clean for soldering. Two wire wheel 
brushes set in a_ special housing, 
driven by one motor and coming in 
light contact while revolving in the 

same direction do this work. 





IN A METAL WORKING 
PLANT 

Fish spears must go through a braz- 
ing operation that leaves a flux cling- 
ing in many places. Before they can 
be enameled, the spears are quickly 
cleaned with the aid of a heavy wire 
tufted brush. 








cAre You Making the Most of Your 


V-Belt Sales 


There’s a wide, lucrative market you 
ought to cultivate 





IN A SUGAR REFINERY 
Transmitting 50 horsepower from a high speed 
turbine to a normal speed blower. The tur- 
bine is mounted on a sliding base and fitted 
with flexible steam connections so as to provide 

necessary take-up. 





IN A GRAIN ELEVATOR 
A V-drive operating a 140-foot man lift in a 
grain elevator at the Evans Milling Company, 
Indianapolis. 


IN A MACHINE SHOP 
Three of a battery of six screw machines being individually driven 


by motors and V-belts. 


Machine shops have various types of 
machine tools which can be equipped with V-belt drives. 


Opportunities? 











The Market for V-Belt Drives 





INDUSTRIES 


Steam Railroads 

Electric Light & Power Plants 
Gas Plants 

Water Works & Filtration 
State, City & Country Inst. 
Government Institutions 

Sand & Gravel Plants 
Quarries 

Coal Mines 

Metal Mines 

Mise. Mines 

Petroleum & Gas Wells 
General Construction 

Electrical Construction 
Plumbing & Htg. Construction 
Hospitals 

Steam Laundries 

Cleaning & Dyeing Plants 
Chemicals, Drugs, etc. 
Ceramics, Brick & Tile 

Coke & Mfg. Gas 

Fertilizer Plants 

Glass 

Gelatine, Glue & Soap 

Sugar Mills 

Canning & Preserving 
Dairies, Ice Cream & Cheese 
Beverages 

Flour Mills 

Smelting & Refining 


> 


INDUSTRIES 


Machine Shops 

Foundries 

Mechanical Machinery 
Electrical Mach. & Egpt. 
Automotive 

Shipbuilding & Dry Docks 
Brass, Bronze & Copper Working 
Railroad Repair Shops 
Forge Shops 

Stamping & Enameling 
Cotton Manufacturers 

Knit Goods 

Silk Manufacturers 

Woolen Mills 

Rayon Mills 

Other Textile Industries 
Logging Camps & Saw Mills 
Independent Planing Mills 
Furniture Factories 

Box Factories 

Sash & Door Mills 

Other Wood Industries 
Clothing 

Shoe Factories 

Rubber Products 

Marble & Stonework 
Paper Products 

Tobacco 

Printing Plants 

Candy Factories 


eececee > 








A. Outstanding Markets. 


Good Markets. 
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V-Belt Applications 


1. Buildings and Stores—On pumping and ventilating equip- 


ment 


2. Mining—On fans, blowers, crushing rolls, crushers, convey- 


ors, ball mills, rod mills, elevators, loaders, feeders, thick- 
eners, screens, flotation cells, agitators and compressors. 

3. Paper Mills—On beaters, pumps, paper machines, jordans, 
screens, chippers, calender stacks, fans, agitators, barking 
drums, slashers and wet machines 


4. Textile Mill—On pickers, drawing frames, spinning frames, 


roving frames, linters and warpers. 

5. Machine Shops—On lathes, boring mills, planers, milling 
machines, drill presses, grinders, polishers and buffers 

6. Sand and Gravel Plants—On crushers, belt conveyors, sand 
washers, screens, scrubbers and log washers 


7. 


8. 


9. 














IN A WOODWORKING PLANT 


A 25 horsepower V-belt drive operating a planer 
and a 5 horse-power unit operating a jointer in 
a woodworking plant. The ability of this type 
drive to operate at high speeds is an important 
feature in adapting it to woodworking machinery. 


IN THE BUILDING INDUSTRY 
The applications for V-belts are as wide as in- 
dustry itself. Here is a 100 horsepower V-belt 

drive on a concrete mixer. 
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Crushed Stone Plants—On crushers, hoists, crushing rolls, 
belt conveyors, screens, elevators, scrubbers, hammer mills 
and log washers. 

Flour Mills—On roller mills, elevators, hammer mills, reels, 
sifters, fans and blowers 

Woodworking Plants—On planers, jointers, millers, saws, 
band mills, fans and blowers 


. Printing Plants—On printing presses, cutting and creasing 


presses and ink mills 


- Oil Fields—On drilling rigs, mud or slush pumps, pump- 


ing units, oil line or pick-up pumps and compressors 

Coal Industry—On crushers, conveyors, filters, shaker 
screens, picking and loading tables, driers, compressors, fans 
and blowers . 





IN A GRAVEL PLANT 


A V-belt drive on a belt conveyor handling 
gravel. 


vu 





IN THE PAPER INDUSTRY 


A two-speed V-belt drive operating a calendering machine. This 
installation saved the customer $3,000 in first cost as a variable 
speed motor, the other alternative, would have cost that much more. 
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IN A FLOUR MILL 
Slow side of a roller mill driven by V-belts. 
This equipment requires a positive drive to main- 
tain the correct differential of the machine. 


IN THE COAL INDUSTRY 
Below: This V-belt driven coal conveyor plays 
an important part in the preparation process 
at the Pittsburgh Coal Company’s Champion 
Cleaning plant. Coal dust and moisture do not 
affect operating conditions of the V-belt drive 
and thus maintenance costs are cut to a minimum. 





IN THE OIL FIELDS 
Right: Extreme weather conditions do not affect 
the performance of V-belts. In the oil fields where 
simplicity, compactness and dependability are re- 
quired, this type of transmission has proved success- 
ful. This installation shows a drilling rig being 
driven by a 275 horsepower V-belt drive. 











~~ 
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Helpful Hints for Selling V-Belts 


Make note of the conditions of service for which the drive is 
intended—horsepower to be transmitted, speed of driving unit, 
speed of driven unit, character of driver, character of driven 
unit, minimum and maximum center distance permissible—and 


submit this data on a sheet to your manufacturer for proper 
recommendations. 


Refer any questionable selection or special problems to your 
manufacturer for his suggestions. 


Be certain the dimensions of a selected drive do not exceed 
the maximum dimensions permitted by the installation. 


To properly install a V-belt drive: Mount sheaves on shafts 
and be certain they are truly alined; adjust center distance so 
belts can be assembled to the sheaves without strain; make 
belts “snug,” not tight; operate drive under full load; to elim- 
inate slippage, tighten belts just beyond the point where squeal- 
ing—caused by slippage—ceases. 


V-belts may stretch to about 5% beyond nominal length. 
Therefore, provision must always be made for center distance 
adjustment to compensate for belt stretch. After one or two 
adjustments, the belts will maintain their uniformity. 


Your customer can save much space by placing the motor near 


the driven shaft. Short centers are ideal operating conditions 
for the V-belt drive. 


Belt dressing should not be applied to V-belts to overcome 
slippage. More tension will correct this difficulty. 


With the use of a properly designed tightener, your V-belt 
manufacturer can furnish a drive which will operate equally 
well on a fixed center condition. 


You can assist your customer in correcting belt troubles by 
checking any slippage by means of an ordinary speed counter. 


Misalinement of pulleys is another cause for premature failure 
of V-belts. 


In many cases, a silent or clean medium of transmission is 
very desirable. You can assure your customer that a V-belt 
drive will fulfill these requirements. 


When making replacements, do not install new belts along 
with used ones. The entire load will have to be carried by 
the new belts until they stretch and maintain uniformity, there- 
fore, maximum belt life cannot be expected. Replacements 
should consist of an entire new set of V-belts. The old belts 
can be retained for spares, since they have been stretched to 
their maximum length. 


A change in speed on some machines can be conveniently 
made by substituting a smaller or larger pulley on the drive 


at small expense and without disturbing the balance of the 
installation. 


For convenience in ordering replacements, have your customer 
maintain a record of the serial number of the V-belts used 
in connection with various drives. This identification is suffi- 
cient and will enable your manufacturer to make immediate 
shipment. 


Any rubber belt will last longer if kept away from oil as much 
as possible. 


Belts in storage should never be subjected to direct sunlight, 
heat or dampness. Temperatures from 50 to 70 degrees are 
recommended. 
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IN THE TEXTILE INDUSTRY 


A battery of cabling twisters driven by V-belts. In the textile 
industry, constant speed, compactness and resistance to lint and 
moisture are desirable. 


IN A POWER PLANT 


A 75 horsepower V-belt drive operating an 
air compressor. 


IN THE METAL MINING INDUSTRY 
V-belt drives operating six-cell flotation machines 
at the Combined Metal Products plant. Flota- 
tion equipment offers one of the most important 

applications in the mining industry. 


IN A PRINTING PLANT 
Cleanliness and continuity of operation is 
necessary for steady production in printing 
plants, two factors which are insured by V- IN A PAPER MILL 
belts. Here a Miehle printing press is being There are many uses for V-belt drives in a paper mill. Here are 
operated. two 100 horsepower drives on beaters. 
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Beer Creates New Sales Opportunities 
for Distributors 


, \ HE reopening of the breweries 
to manufacture real beer should 
be good news to distributors 

for they use considerable industrial 

supplies and equipment in the opera- 
tion of their businesses. Of course, 
the competition for this business is 
going to be keen so it behooves sales- 
men to post themselves thoroughly 
on the needs of breweries so that 
they can do an intelligent sales job. 
Evidence as to how keen competi- 
tion is going to be may be seen in the 
fact that for several months prior to 
the passage of the beer bill by Con- 
gress, brewers were being called on 
by from 50 to 85 salesmen a day. 
Naturally, the man who knows his 
breweries from the standpoint of 
supplies and equipment used, not 
simply from the taste of their prod- 
ucts, is going to profit most so far as 
business is concerned. In order to 
pass along practical sales informa- 


The legalizing of the manu- 
facture of beer has opened 
new outlets for the sale of 
industrial supplies and 
equipment to breweries as 
well as to many other 
industries, the business of 
which has been favorably 
affected by the new law 


tion to its readers, a representative of 
MiLL SupPLies secured the facts 
concerning the sales possibilities on 
industrial supplies and equipment 
from the executives and plant men 
of the Pabst Corporation and Blatz 
srewing Company of Milwaukee. 
Two conditions within a brewery 
have a definite bearing upon the pur- 
chase of supplies. One, of course, 
is excessive moisture, the other, heat. 





Ball Bearings 

Electric Motors 

V Belt Drives 

Chain Belt Drives 

Speed Reducers and Gears 

Leather and Rubber Belting 

Shafting, Hangers and Pulleys 

Bearing Bronze 

Pillow Blocks 

Trolleys and Monorail Parts 
Chain Hoists 

Trucks and Truck Casters 

| Wheelbarrows 

| Conveyor Belting 

| Cranes 

Nails 

Stencils and Supplies 

Box Strapping 

Hand Trucks 

| Drills and Reamers 

| Hack, Band, Circular Saws and Blades 

Taps and Dies 

| Milling and Hobbing Cutters 

| Key Seating and Grooving Tools 
Precision Instruments 

| Brushes 

Saws 

Hammers 

Wrenches 

Vises 

Gauges 

Metal Working Machinery 

Woodworking Machinery 





What to Sell the Breweries 


Air Compressors 

Metal Shop Furniture and Shelving | 

Welding Equipment 

Portable Electric Tools 

Pumps 

Canvas | 

Steel, Iron and Galvanized Metal 
Plates, Bars, Rods 

Valves and Steam Specialties 

Recording Instruments and Regulators 

Chain and Wire Rope 

Packing 

Hose 

Diaphragm Sheets 

Pipe and Fittings 

Acids 

Boiler Compound 

Soda Ash 

Electrical Supplies | 

Paint and Painters’ Supplies | 

Waste and Wiping Rags 

Grease and Lubricating Oils 

Cutting Oils 


Brooms and Brushes 


Bolts and Nuts 

Safety Equipment 

Blow Torches and Furnaces 

Safety Switches 

Picks and Shovels 
Ladders and Scaffolding | 
Fire Prevention Equipment 

Boiler Maintenance Equipment | 








Because of moisture, motors, for 
example, must be water-proof and 
belting covered. Heat is also a factor 
in making it necessary to use covered 
belting. 

To avoid buckling, one brewery 
specifies that box strapping must be 
rigid. Perhaps this is a “tip” that 
may be of interest to other brewers. 

Included among the items used for 
maintenance purposes are drills and 
reamers, hack, circular and band 
saws, taps and dies, precision instru- 
ments, brushes, and mechanics’ hand 
tools. 

Hammers are used largely for 
putting hoops on large wooden vats. 
This work calls for a special type of 
hammer, one with which the opposite 
end of the head can be used to drive 
the hoop down. Wrenches, too, have 
a peculiar application. They must 
be made with offset handles in order 
to get at the most inaccessible parts 
on cookers, mixers and driers. 

Now is a good time to talk metal 
working machinery such as drill 
presses, lathes, shapers, planers, 
grinders and tinners’ machinery, also 
such wood working machinery as 
saws, planers, drills, both steam and 
electrically driven. Some of the 
breweries, we understand, are con- 
sidering the manufacture of their 
own beer cases. If this becomes a 
fact they will be in the market for 
nearly all of this equipment. The 
portable electric tools which brew- 
eries need consist chiefly of drills, 
saws and grinders. 

Both Blatz and Pabst list pumps 
as a major item—pumps for water, 
hot beer, cold beer, yeast, carbon 
dioxide and wet grain. One of the 
brewers uses considerable canvas to 
cover his trailers, another uses it for 
filtering purposes. For this use, it 
must be of long fiber, tough stock, 
and have a good twist. The mesh 
should permit easy, but not too easy, 
filtration. It also must be guaran- 
teed to handle a certain number of 
filtrations. 

Valves for steam specialties are 
used for high pressure lines, includ- 
ing steam and hot and cold water. 
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Business With Related Industries Should Pick Up 


Brewers representatives have estimated 
that $360,000,000 will be expended to re- 
habilitate breweries. What part of this 
$360,000,000 can be reasonably expected to 
go to the industrial distributor? Fred Zwaska 
of the Robert Rom Company, Milwaukee, 
analyzes this proposed expenditure in the fol- 
lowing manner: “As I see it, the industrial 
distributor will benefit not so much from the 
rehabilitation programs of the breweries 
themselves, but rather from the other indus- 
tries which they will put to work. It is said 
that the legalization of beer will revive at 
least 60 industries!” 

As one example, Mr. Zwaska cites the 
steel industry. Stainless steel containers, such 
as are now used in Germany, will probably 
replace the old barrels. They will be similar 
in construction to the drums used in the oil 
industry, and will be sterilized in the same 
manner as the drums are, by injecting steam 
into them. This will eliminate all the dis- 
advantages of the old barrel such as breakage 
in handling, shrinkage, costly cleaning meth- 
ods, steaming and charring or tarring, and 
will make possible the elimination of the re- 
conditioning or cooperage department. The 
new containers may be made entirely of 
stainless steel or of some basic metal lined 
with stainless steel. At any rate, there is 
every indication that the old barrels are des- 
tined to become museum pieces. 

Then, it is quite likely that oak storage 


tanks may soon be replaced by glass-lined 
steel tanks. This development might eventu- 
ally effect a change in the Brew House where 
copper mash tubs, lauter tubs, and brew ket- 
tles are used. Thus the legalization of beer 
should open a tremendous new outlet for 
steel and other basic metals. 

Another new development is the use of 
corrugated paper containers in place of the 
old wooden cases which are costly to pro- 
duce and involve a high percentage loss 
through breakage and failure on the part of 
dealers and consumers to return them. Paper 
containers will eliminate all the double han- 
dling and considerably reduce the cost of 
packaging. Here again, the increased activity 
of the paper box companies will be reflected 
in orders for supplies and equipment from 
the industrial distributor. The lithographing 
industries, too, will be busy designing and 
printing new labels. Grain elevators will be 
busy. The farmer will have a stable market 
for his grains, and so on in an endless chain. 

Of course, the breweries will be buying 
more hose, belting, paint, and valves, but the 
real value to the distributor in this $360,- 
000,000 proposed rehabilitation will come 
primarily from related industries. In other 
words, as one industry expands, it sweeps 
many other industries along with it. Right 
now it seems that the brewery will be the 
fulcrum from which considerable new busi- 
ness activity will radiate. 





























Special valves are used for process 
work, 

Sheet, coil, metallic rubber, and 
asbestos are used for high pressure 
packing. Hose, of course, is one of 
the most important items used by 
brewers as floors, vats, tanks, tubs, 
kettles and other equipment must be 
kept scrupulously clean. Hose is 
used for cold water, high and low 
pressure, high pressure steam, caustic 
soda, air, and hot beer. Both Pabst 
and Blatz specify hose with an inside 
tube which will not collapse, and a 
heavy outer jacket which will permit 
being dragged over wet, rough or oily 
floors. For caustic soda and high 
pressure water and steam, heavy rub- 
ber is necessary. Also large and 


APRIL, 1933 


heavy hose is necessary to carry pres- 
sure from one vat to another. A spe- 
cial hose is purchased for hot beer 
alone. As the beer cools, it becomes 
sticky and tends to clog up the tube. 
Hence a very smooth hose must be 
used, smooth on the inside to dis- 
courage clogging and smooth on the 
outside so that it will be easy to 
keep clean. 

Caustic solutions for washing bot- 
tles, boiler compounds for softening 
the water, and soda ash for cleans- 
ing are used for cleaning bottles, 
tanks and other equipment. 

The maintenance problems in a 
brewery are much more important 
than those in most plants. Walls, 
floors and equipment must be sani- 


tary, hence considerable paint and 
varnish are used. A light paint is 
used in damp places, such as the cold 
storage rooms, while hot surfaces, 
such as cookers and steam pipes, 
call for a heavy paint. All iron and 
steel equipment must be protected 
against rust from steam and acid 
conditions. Varnish is used for pre- 
serving the outer surface of wooden 
tanks. Oftentimes the enamel breaks 
off on the inside of tanks while men 
are at work cleaning them. When 
this happens, the chipped places are 
heated with a blow torch, then a hard 
shell enamel is applied and it is again 
heated with the blow torch until the 
alcohol in the enamel burns, leaving a 
smooth surface. (Turn to page 57) 
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How Distributors Can Put 


Distributors have the power to eliminate many of 
the unsound practices which infest their industry. 
Mr. Northup shows how here 


ALES policies of manufac- 
turers are important factors 
in determining distributors’ 

profits. Likewise, they are im- 
portant factors in determining 
manufacturers’ profits. This is 
particularly true of manufactur- 
ers whose products, such as small 
tools, find a natural outlet through 
distributors. 

In the desire of manufacturers 
to stress the quality of their prod- 
ucts, they often neglect to mention 
the merits of their sales policies. 
Manufacturers advertise and dis- 
tributors demand full knowledge 
of the advantages of producers’ 
merchandise. Distributors should 
demand, further, that manufac- 
turers’ sales policies be publicly 
announced and as good as their 
products. Distributors should 
also demand that a definite state- 
ment of a manufacturer’s sales 
policy should be issued from the 
home office over the signature of 
This 
statement should guarantee strict 
adherence to the established policy. 

These statements of policy 
should be clear, concise and dis- 
avow all unsound practices, Dis- 
tributors should carefully scruti- 
nize them to be sure that they 
are duly protected against all un- 
fair practices and that the state- 
ments are not merely a collection 
of meaningless words. 

Some of the most destructive 
practices facing distributors are: 
ances, concessions, 


an officer of the company. 


secret rebates, allow- 
incorrect billings, selling factory 
brand quality as special or private brands to certain dis- 
tributors or through certain channels of distribution at 
prices lower than the factory brand is sold to established 
distributors, and selling a special grade of merchandise 
in one channel of distribution without offering the same 
quality at equal prices in all channels of distribution. 
Methods of this character are invariably based on secrecy 
and secrecy is presumptive evidence of an unsound 
policy. 

Other destructive practices of manufacturers which 
adversely affect distributors’ profits are: competing with 
distributors by direct selling at unfair prices, filling orders 
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By D. W. NORTHUP 


Mr. Northup, who is president of 
the Henry G. Thompson and Son 
Company, was one of the principal 
organizers of the Hack Saw Asso- 


ciation and its first president. 


from non-stock carrying distribu- 
tors on the same or nearly the 
same basis as established stock- 
carrying distributors, and selling 
in territories where representa- 
tion has not been established at 
prices less than published resale 
schedules. 

The distributor’s greatest 
competitor is not always the 
competing distributor, but 
often the manufacturer, who in 
whole or in part sells direct at 
prices with which distributors 
cannot compete. Direct selling 
imposes a strain on the profit 
structure of an industry, for di- 
rect sales are invariably made at 
prices so low as to take the busi- 
ness away from the local distribu- 
tor. That distributor, in an en- 
deavor to meet the low-price com- 
petition of direct selling, often 
tries to prevail upon his source of 
supply for lower prices. This 
usually results in a general reduc- 
tion of prices to distributors, 
which, in turn, means reduced 
profit to the offending manufac- 
turer himself, the distributor, and 
the competing manufacturers in 
the industry. Distributors should 
not permit these practices to con- 
tinue. 

When a manufacturer's policies 
are unsound and detrimental, dis- 
tributors should vigorously op- 
pose them. 

In prosperity, some manufac- 
turers market their products direct, either wholly or par- 
tially, but in times like the present, they should have 
learned that distributors offer an economical means of 
efficient distribution. In times of prosperity, in some 
cases at least, distributors feared the loss of a good line 
if they objected to a manufacturer’s sales policy, but 
today it is the manufacturer who is afraid of losing a 
good distributor. Here, then, lies the power of distribu- 
tors. United in purpose, individually, they can success- 
fully resist the few manufacturers who use unsound and 
unfair practices. Action by distributors will protect 
their interests and increase their profits. 

Recently, distributors have learned that manufacturers 
cannot retain unsound policies when distributors oppose 
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them. In several cases, manufacturers have been com- 
pelled to change their policies almost over-night. 

Distributors should never fail actively and forcefully 
to combat manufacturers’ unsound methods in other ter- 
ritories as well as in their own. A manufacturer may 
institute an unsound policy in one territory or with one 
item in his line, and if it is not stopped at the point of 
origin, it may spread into other territories or other lines. 
Supporting a fellow distributor’s cause in an outside ter- 
ritory will build good-will among all distributors and thus 
make for better conditions nationally. If protests are 
of no immediate avail, the discontinuing of the offending 
manufacturer’s line by a few important distributors will 
have a far reaching effect on that manufacturer and on 
other manufacturers as this action becomes known. 

To prevent the destruction of profits, upon the estab- 
lishment of fact, distributors should give publicity to 
offending manufacturers’ unsound policies. Manufac- 
turers should likewise give publicity to unsound practices 
rather than to meet blindly this form of competition with 
an equally unsound policy or an equally low price. 

Much good can be accomplished if distributors, their 
associations, and trade journals will urge individual ac- 
tion on the part of members of the industry in vigorously 
protesting to offending manufacturers against unfair 
practices. 

Distributors’ publications can help immeasurably by 
publishing the name of the offending manufacturer and 
the actual facts concerning the unfair practice. Manufac- 
turers with sound sales policies should support, with their 
advertising, distributors’ trade journals which are help- 
ing in the campaign now under way for better business 
practices. Distributors should .encourage manufacturers 
with a nationally announced sales policy by purchasing 
from them. 

High prices contribute to prosperity ; low prices pre- 
vail during periods of depression. Therefore, it is to 
the interest of both distributors and manufacturers to 
work for a stable market at reasonably high prices. 

At some time or other, many manufacturers and dis- 
tributors have had the idea that a price cut would produce 
volume, and that volume would result in profits. How- 
ever, with a staple article, such as small tools, the national 
consumption of which cannot be increased, often the only 
result of quest for volume is profit destruction. Each 
price advance means a profit on inventory to both manu- 
facturers and distributors and each price reduction results 
in a loss. Therefore, the proper selling price for an 
article is not necessarily the price that will result in the 
largest sales volume. 

It is recognized that any manufacturer has the right 
to put a fair price on his merchandise and advance or 
reduce prices as he sees fit at will. Broader wisdom dic- 
tates, however, that all prices, tet ms and other conditions 
of sale should appear on the invoice instead of being 
granted through secret concessions, which when exposed, 
always lead to unprofitable price competition. 

There is a vast difference between price reduction and 
price cutting. Price reductions are a general price decline 
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iiBusiness on a Sounder Basis 
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made in the open, but price cutting is a secret concession 
in individual cases. Price cutting, therefore, leads to a 
demoralized price decline and generally results in lower 
average prices than price reductions, 

Price cutting is so destructive of profits that the De- 
partment of Commerce recently issued a pamphlet en- 
titled, “Effect of Competitive Price Cutting on Business 
Profits,” in which it states, “Many business men have 
resorted to competitive price cutting during the business 
depression in an effort to build sufficient volume to main- 
tain normal profits. Some of the difficulties of stabilizing 
profits by this plan are apparently not fully understood, 
particularly in the field of merchandising. Wholesalers 
and retailers have frequently cut prices on merchandise 
even though its cost remains the same. In the case of 
such competitive action, the entire amount of the price 
cut comes out of the gross margin.” 

Let us illustrate the findings of the Department of 
Commerce with arbitrary figures. Suppose an industry, 
in which the national consumption is fixed, sells $1,000,- 
000 worth of its merchandise per year. Assume the dis- 
tributors’ gross margin of profit is 27% and the annual 
yield $270,000. If distributors’ selling prices are cut 
10%, the dollar sales volume will be reduced to $900,000, 
a loss of $100,000 a year. Distributors’ profit will be 
reduced in proportion if no saving is made in the 
distributors’ costs. In order to produce the same yearly 
dollar profit at the cut price, it would be necessary to 
increase the industry sales to $1,430,000, an increase of 
$530,000 a year or 59% in the number of units sold. 
This, however, is impossible because the consuming 





Ask Yourself These Questions 


1. Do the manufacturers you represent have 
equitable, publicly announced sales policies? 


2. Do the manufacturers whose products 
you distribute grant secret rebates, allow- 
ances or concessions; sell factory brand qual- 
ity as special or private brands to certain 
distribution outlets at prices lower than it is 
sold to established distributors; sell a special 
grade of merchandise in one channel without 
offering it or its equivalent at equal prices 
to all distributors? 


3. Do your sources of supply compete with 
you by selling direct at unfair prices; fill 
orders from non-stock carrying distributors 
without protecting stock-carrying distribu- 
tors; sell in territories where representation 
is not established at prices lower than pub- 
lished resale schedules? 








market is not able to use up the additional merchandise. 

If a distributor or a manufacturer cuts the price 10% 
on an article in order to secure a desirable account, the 
competitor can usually regain the account by meeting the 
price. The only results of price cutting, therefore, are 
to invite solicitation of the distributor’s or manufactur- 
er’s own accounts on a price cut basis and to reduce 
profits all around. 

The slogan of the National Casket Makers’ Associa- 
tion, used at one of its recent conventions, completes the 
picture of the fallacy of price cutting on an article the 
national consumption of which cannot be increased. It 
reads: “Reducing the price of caskets will not increase 
the death rate.” It is a fact, 
however, that price cutting in- 
creases the death rate of cor- 
porations. 

Harvey Firestone recently 
stated to the press that, “Vicious 
price cutting is gradually driving 
industry into insolvency. ... The 
basic evil in the tire industry is 
the policy of some tire manu- 
facturers to furnish special 
brand tires to large distributors, 
such as mail-order houses at 
discriminatory prices compared 
to the prices at which these same 
tire manufacturers sell to their 
own dealers. By special brand 
tires I mean, tires that do not bear 
the name of the manufacturer, 
but instead bear a name desig- 
nated by the special brand distrib- 
utor.” Mr. Firestone referred to 
these manufacturers as, “Price- 
cutting business destructionists, 
many of whom are doomed to 
bankruptcy.” Price discrimination is unfair competition 
to legitimate distributors. 

Distributors and manufacturers should remember that 
the Federal Trade Commission is an important agency 
of the United States Government for the protection of 
those suffering from unfair competition, and it should 
be kept in mind as a possible means of relief against 
discriminating price cutters. The Federal Trade Com- 
mission was created for this purpose, and it should be 
used. If a distributor finds that he is a victim of dis- 
crimination or a manufacturer is suffering from unfair 
competition, a complaint based on facts can be registered 
with the Commission. In this way, the complainant is 
relieved of all work in connection with the investigation 
of the complaint as well as the cost of litigation, if the 
offending competitor decides to contest the issue. 

Some of the decisions of the United States Supreme 
Court would indicate that if a manufacturer discriminates 
in price between customers, he has made himself liable 
to a suit for damages by the customer discriminated 
against. Until this issue is definitely settled by the courts, 
manufacturers will do well to keep these Supreme Court 
decisions in mind when enibarking on a policy of price 
discrimination. 

Consider now how the purchasing policies of manu- 
facturers affect distributors’ profits. 

At a national convention of manufacturers, William P. 
Jeffery, secretary of the Hack Saw Manufacturers’ As- 


volume builder. 


manufacturer’s. 
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Think in Terms of Profit 


1. Price cutting is always a profit de- 
stroyer, seldom, if ever, a permanent 


2. High prices contribute to prosper- 
ity, low prices to depression. 


3. Strive for fair profits in your sell- 
ing; concede a fair profit to the other 
fellow in your purchasing. 


4. Sales policies are important factors 
in shaping your profits as well as the 


5. Your fellow distributor is not your 
greatest competitor, but rather the di- 
rect-selling manufacturer who sells at 
prices with which you cannot compete. 


sociation, stated in substance, “You executives, who are 
the heads of your respective companies, are playing a 
dual role which ought to be stopped. You urge the sales’ 
manager to get a price that will show a fair profit. You 
then urge the purchasing agent to obtain a lower price 
on your materials. In doing so, you try to break down 
your suppliers’ market and thereby cut their profits. Thus, 
you are acting the part of Dr. Jekyll and Mr. Hyde, which 
is inconsistent as well as unfair. When you strive for 
profits and stabilization in your sales market, you should 
concede profits and stabilization in your purchasing mar- 
ket. You must, of course, have assurances from your 
suppliers that you are not paying more for your mer- 
chandise than are your competi- 
tors.” 

Heretofore, if the statement 
were made that a _ purchasing 
policy was as effective in selling- 
price stability as the sales policy 
itself, it would not have received 
credence. Today, this is a recog- 
nized fact, as evidenced by the re- 
cent meeting of the presidents 
and secretaries of the American 
Supply and Machinery Manufac- 
turers’, National Supply and Ma- 
chinery Distributors’, and South- 
ern Supply and Machinery Dis- 
tributors’ Associations, who met 
for the purpose of discussing a 
standard purchasing policy for 
their members. 

As the distributor’s largest cost 
is merchandise, the principal con- 
cern in a buying policy should be 
that his merchandise is not cost- 
ing more than his competitor’s. 
Assuming that the distributor’s 
cost of merchandise is 73% of the selling price, there is 
little to fear from competitive price cutting because out 
of the remaining 27% must come overhead, profit and 
the concession given in the price cut. It is a serious 
matter, however, to the distributor if his competitor is 
getting a 10% concession in any form, as this is equiva- 
lent to a 7.3% reduction on the selling price. 


ISTRIBUTORS might well write an officer of a 

number of their principal suppliers asking for a 
definite answer to a specific question as to whether or not 
the supplier is according them his lowest price onthe class 
of merchandise purchased. Also, it would be well to ask 
whether the manufacturer sells this class of merchandise 
under another brand name at lower prices, or sells similar 
merchandise in any single channel of distribution at lower 
prices than those offered in all other channels of distri- 
bution. If distributors try this experiment, they may 
find that the price concessions granted them, if not 
equal to the concessions which are granted to others, 
are not really price concessions at all. 

Demand an announced sales policy from your sources 
of supply. Insist that it be strictly adhered to. Estab- 
lish an announced purchasing policy of your own from 
which there will be no deviation. The adoption of such 
methods by distributors will remove misunderstandings 
and both the distributor and manufacturer will be re- 
warded with larger profits as a result. 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of Osborn’s *Distributor Protection 
p 


Point No.3 in Osborn’s Partnership Policy with Distributors 


te IRN has long recog 

nized the distributor or 
ealization as an important 
factor in maintamime eth 


cient and econonneal brush 


service to industrial users. 


To properly serve the indus 
trial user, there must be close 
co-operation between manu 
facturer and distributor. 


hey are “Partners” —not im 
the legal meaning of the 
that 


have the common ob 


word—but im the fact 
both 
jective of serving industry 


efliciently and economically. 


Osborn protects “Brush Con 


scious” Distributors by CO 


operating in every. possible 
vay on the brush business 
hich is developed by them 
uid which is referred to 
them. 

ln coilaboration with 
(Osborn’s Policy ol Distribu 
or Protection, the “Brush 


Conscious” Distributor is ex 


pected to fulfill his) proper 
economic funetion by using 


modern merchandising meth 








THE 10 POINTS 


in Osborn’s Partnership 
Policy with Distributors 
Note: An explanation of 
each of the following points 
will appear in consecutive 
issues of ‘* Brush News.”’ 
. Method of Distribution. 
. Direct Sales. 
. Distributor Protection. 
. Resale Prices. 
. Sales Co-operation. 
. Advertising Co-operation. 
. Stock Control. 
. Competing Lines. 
- Product Research and 
Development. 
10. Product Guarantee. 


THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
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PRODUCTION BRUSHES 


ods to develop his natural 
territory; maintaining ade 
quate stocks, equitable prices, 
prompt deliveries and by gin 
ing his customers full co 
operation im the proper selec 
Brushes to 


tion of Osborn 


meet their requirements. 


Mutual co-operation is essen 
tial to protect the combined 
interests of user, distributor 
and manufacturer. 


rom a strictly ceonomic 
standpoimt, the user benetits 
fullest 
the services of his 


by utilizing, to the 
EXTOL, 


distributor. 


Likewise, the distributes 
benefits by taking full advan 
tage ol co operation from the 


Manufacturer. 


ln the final analysis, this pol 
mdustrial 
user by maintaining the high 


icy protects the 


standards of Osborn Brush 


Service. 








FOR ALL REQUIREMENTS The Mark of Better Brush Service 


ag SSBOR® . MAINTENANCE BRUSHES 
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The Osborn Partnership Poiicy with Distributors 
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DISC-CENTER WIRE WHEEL SECTIONS 


gees is the third in the 
series of informative 


about types of 


new 
articles 
varlou (osborn 


brushes. 


Phe series started in February with 
an explanation of Osborn ECON 
()\T VONTTOR Sec 
tions and MASTER WHEELS 


Sections, 


In March, RIEHL. Wire 
Wheel Sections were dlustrated and 
desertbed 


()sborn 


In this issue, the outstanding fea 
tures and advantages of the Osborn 
DISC-CEEN TIER Wire Section are 
Sct forth 
The primary purpose ot combining 
about Q)sborn Wire 
Wheel Brushes in consecutive issues 
Is under 
es and advantage 


the articles 


about a clearer 


ection or wheel. 


The Osborn Disc-Center 
Wire Section 
lhe DISC-C] Ware 


entirely = different 


NTER Section 


] 
colistructed 





from anv other sections or wheels 
leseribed 1 previous issues of 
Brush News.” 

\ circular metal dise having holes 
drilled near the outside rim, as illus 


trated above, is the “Disc-Center” 


which this section its 


The 


drilled is regulated by the diameter 


GIVES name. 


exact number of holes to be 


ot section. 
Phe wire is cut to length according 


to the diameter of section to be 


made. The lengths of wire and the 
metal dise-center are then placed in 


a twisting machine, 





COMPMIMOUS 


operation, the 


Ge oiacl picks up the cor 
reet quantity of wire to forma tuft, 
inserts the tuft of wire imto a hole 
and twists the tuft to lock it securely 
Ih thie list center, 
\ partially 
ter \\ 


above View 


filled Osborn Dise-Cen 


ire Section ts illustrated in the 


When all 


are filled, 


the holes in the dise-center 
the section is then placed 
In another machine for 


trimming, 


circular 





ustrates oan 
Wire 


after it leaves the trimming machine. 


Lhe above 


View 


(Osborn Dise-Center Section 


Keach tuft of wire is of uniform 


length, assuring concentricity of the 
working surtace of the brush. 
1 inc 


(Osborn Wire Sections 


are regularly made with black, tem 


Center 


pered, straight wire. Llowever, the 
wire can be crimped, if specified. 
Before Osborn Dise-Center Wire 


Sections are released for shipment, 


they are carefully Inspected to 


Cosborn standard 


+ fC Hications, 


Phe chief points of construction of 


()sborn Dise-Center Wire Sections 
and their respective advantages are 
further idlustrated and described on 


the following page. 
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Advantages of the Osborn Disc-Center Wire Section 











PRINCIPLE OF 
CONSTRUCTION 


Each tuft of wire is in 

serted in a hole in the 
disc-center and then 
twisted. The twisting 
not only locks the tuft 
securely into the disc- 
center but forms a 
loop which permits 
each tuft of wire com 

plete freedom of 
movement. 


THE “STRIKING” 
FEATURE 


Due to the free action 
of the tufts of wire, 
each strand of wire 
actually strtkes at the 
surface worked upon. 
This is an important 
advantage on such 
work as removing 
burrs from stampings, 
scale from gears and 
welded parts and 
other severe metal 
cleaning jobs. 




















THE 
‘““FREE-ACTION” 
FEATURE 
When the Osborn 
Disc-Center Wire Sec 
tion is in use, each 
tuft of wire moves on 
its point of support 

in the disc-center. 

This permits the 
working ends of the 
wire to “follow” un 





A 
WELL-BALANCED 
WIRE SECTION 


The construction of 
the Osborn Disc- 
Center Wire Section 
not only permits the 
use of a greater 
amount of wire but 





even or irregular sur 
faces with the least 
amount of bending or 
Hexing action of the 
wire. 

Greatest possible eff 
ciency and durability 
is thereby assured on 
evere metal cleaning 


jobs. 


assures that an equal 
number of strands of 
wire are inserted in 
each hole in the disc 
center. 

This feature creates 
a true-running, well 
balanced wheel of un 
usual performance 
and durability. 




















Additional Information About Disc-CenterWireSections 


Dune tothe “FREE-ACTION” fea the “EREE-AC TION” feature of or arbor. They can be used singh 
ture, the coarser gauges of wire can construction which reduces the bend or almost any desired width of face 
| used in Disc-Center Wire Sec ng oor flexing action of the wire can be built up by mounting the re 
> with comparatively less wire by allowing cach tutt te swing quired number of sections on the 
ecakave than is encountered = in It should be noted that the use ot shaft. In the latter case, best results 
other types of sections crimped wire im other types of ware are secured by placing washers o1 
Straight wire is regularly used in sections 4 ery important to oan spacers between cach section 
Osh ru Disc-Center Wire Sections crease the durability of the wire Ik Osborn Dise-Center Wire Sections 
ul thr Wire can be crimped when and thus prolong the service of the are ideal for removing scale from 
the Job requires it. brush gears and other heat treated parts; 
The use of crimped wire is not. so D)—Osborn Disc-Center Wire Sections removing burrs from heavy stamp- 
important in Disc-Center Wire Sec are made for use without hubs and ings: cleaning railroad cars, bridges 
ns as durability is gained throug! are mounted direetly on the shaft and for other severe jobs. 
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“We are justifiably proud of our partner” 


“4 \PPY indeed were we when Osborn announced their 


partnership poltey, 


lt proved that our faith placed in them several vears ago, when 


we took on their line, was well founded, 


Their ten point plan leaves nothing to be desired from a dis- 


tributor’s viewpoint. If more manufacturers sincerely adopted 


aostmilar policy, the lot of the distributor would be a much 


happier one.” 














‘PRODUCTION BRUSHES ZOSBOR MAINTENANCE BRUSHES 


FOR ALL REQUIREMENTS 7). Aicrk of Better Brush Service FOR ALL REQUIREMENTS 




















We Find Buying from the 


Distributor a Profitable Convenience 
By Walter J. Kohler 


President, Kohler Company 


Former Governor of Wisconsin 


HILE the industrial 

distributor deals in 

material things, his 
importance in the industrial 
world is the result mainly of 
certain useful services which 
he renders. 

There is an evident conveni- 
ence in buying supply items 
from one source, thus avoiding 
a multiplicity of small trans- 
actions with the great amount 
of detail they would neces- 
sarily involve. 

Business conditions have 
forced manufacturers to cut 
costs drastically. Reducing 
maintenance inventories to a 
minimum has been one effec- 
tive means of cutting costs. 
As a result of the drastic re- 
duction in supply inventories 
on the part of industrial plants, 
conveniently located distribu- 
tors, giving prompt and satis- 
factory service, have an in- 
creasingly useful function. 

Distributors’ salesmen can 
and often do become so famil- 
iar with plant conditions that 
they are able to contribute 
practical suggestions to plant 
men. Sometimes they have 
an advantage over manufac- 
turers’ salesmen in this regard, 
not only because their visits a. ; ; 7_ 
are more frequent but because, of ‘small Foe Meng op peel poser, Be sg coe 
representing many lines, they a 
are often able to offer a num- 
ber of suggestions for the solu- * 
tion of any given problem. 
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The Power of Distributors to 
Eliminate Trade Abuses 


N AN industry as broad as the industrial 
supply field, made up of hundreds of in- 
dividual factors—distributor and manu- 

facturer—some trade abuses are bound to oc- 
cur from time to time which make for un- 
profitable competition. It will never be 
possible, of course, to eliminate entirely the 
disturbing elements. That would be Utopia. 
Yet it is possible—and not particularly difh- 
cult of attainment—to minimize those unfair 
practices which shake the very foundation of 
the industry's profit structure. 


When speaking of unfair practices, we re- 
fer especially to such unsound policies as 
those brought out by D. W. Northup in this 
issue of Miri Suppiies—policies which are 
instigated in the main by the manufacturer. 
Included among them are the following: 
secret rebates, allowances, concessions, incor- 
rect billings, selling factory brand quality as 
special or private brands to certain distribu- 
tors or through certain distribution channels 
at prices lower than the factory brand is sold 
to established distributors, selling a special 
grade of merchandise in one channel of dis- 
tribution without offering the same quality 
at equal prices in all channels of distribution, 
competing with distributors by selling direct 
at unfair prices, filling orders from non-stock 
carrying distributors on the same basis, or ap- 
proximately so, as established stock-carrying 
distributors and selling in territories where 
representation has not been established at 
prices lower than the resale schedules. 

Such practices as these preclude the possi- 
bility of making a just profit and the distribu- 





tor should combat them at every turn. They 
can easily be greatly minimized provided the 
distributor insists that the manufacturers he 
represents establish, and live up to, equitable 
publicly announced sales policies. 

Doing away with these profit destroying 
practices is not such a tremendous task be- 
cause, after all, only a few manufacturers will 
tolerate them and these few do so simply be- 
cause they believe they can get away with it. 

When a distributor supports a manufac- 
turer who is known to persist in practices 
which work against the best interests of his 
industry, he is not only contributing to his 
own downfall, but as well is pulling down 
with him the hundreds of manufacturers 
who are playing the game straight. 

Luckily, there are but comparatively few 
manufacturers who will try to inflict imprac- 
tical, destructive policies upon the industry 
even though they feel they can get away 
with them. Thus, while it is true that it only 
takes one bad apple to spoil a barrel, quick 
action in removing the tainted apple will save 
the rest. 

We cannot urge upon you too strongly to 
read and ponder over Mr. Northup’s article. 
If distributors generally will take to heart his 
suggestions, there will be less ruthless compe- 
tition and more pulling together throughout 
the industry. There can be but one result 
from such a program, more profits for all. 


XK 


Sales Articles That Are 
Clicking 
| en have been pouring in with 


favorable comments on the series of 
articles giving sales facts on specific 
products which Mix Supptiss is publishing 
each month. 
Particularly welcome are the many letters 
which have come from salesmen readers. One 
salesman writes: 


“You are certainly covering a lot of 
ground in your product articles. Your 
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method of display, with interesting photo- 
graphs and important sales points boxed so 
as to make for easy reading, appeal particu- 
larly to me. Let's have more of them.” 

There will be more product articles, in fact 
this issue carries two, one on wire wheel 
brushes, another on “V” belt drives. 

Facts about other supply items are sched- 
uled for future issues. We shall endeavor to 
make them just as interesting and helpful as 
the articles already published. Look for 
them each month. 


MA 


A Record to Be Proud Of 


FTER being instrumental in organizing 
the Joint Merchandising Committee 
and serving as executive manager since 

its inception, R. M. Gattshall asked for and 
was granted his release as of April 1. 

Long associated with the industrial supply 
field, for the most part with manufacturers of 
mechanical rubber goods, Ralph Gattshall 
had an opportunity to study first-hand the 
problem of industrial distribution. Always a 
champion of the distributor, Ralph had his 
heart set on evolving some practical plan for 
increasing the distributor's business. It was 
apparent to him that too many users were not 
aware of the distributor's necessity, but 
rather felt that there was a true economy in 
buying direct. 

In order to change this viewpoint of users, 
it was evident that they would have to be 
bombarded with facts proving the economic 
importance of the distributor. But where 
were the facts to come from and how were 
they to be disseminated? 

Obviously, the job to be done called for 
organization and leadership. Fired with 
ambition to do a constructive job for the dis- 
tributing industry, Gattshall took his case first 
to the American Manufacturers’ Association 
and later to the two distributor associations 


- —National and Southern—and through these 


organizations, the Joint Merchandising Com- 
mittee came into being at Memphis in 1930. 
The aim of the Joint Merchandising Com- 


mittee is precisely to increase the distributor's 














sales and profits by proving to users that buy- 
ing from him is economical and also by show- 
ing manufacturers that it is to their advantage 
to sell through him. 

To do this job it was necessary, first, to 
gather together the facts concerning the dis- 
tributor’s economic importance and then get 
them into the hands of industrial buyers and 
manufacturers. 

Obviously, this work could not be accom: 
plished without organization and concerted 
effort. It was no surprise when Gattshall 
was drafted to head up the Committee work. 

He did a fine job in his new capacity, stim- 
ulating considerable interest throughout the 
industry and securing the backing of many 
distributors and manufacturers. 


Now that the program has been guided 
safely over the pioneer days, Gattshall stated 
his desire that the Association carry on leav- 
ing him free to pursue other business activi- 
ties. Thus it was that his resignation was 
submitted and accepted. 

Mr. Gattshall leaves the Joint Merchandis- 
ing Committee with a record of accomplish- 
ment behind him and we know he has the 
well wishes of hundreds of friends through- 
out the industry in his new endeavor, what- 
ever it may be. 


x 


The Convention is Postponed 


T has been decided to postpone the an- 
nual convention of the American, South- 
ern and National Associations, which 

had been set for Louisville on May 9, 10 
and 11, until early this fall. 

The concensus of both distributors and 
manufacturers is that attendance at a May 
Convention would not be at all representa- 
tive; that putting the meeting off a few 
months, until the constructive measures now 
being put into operation in Washington and 
throughout the country can be reflected in 
the business situation, would be a wise move. 


There is no question but what this decision 
is a logical one and the good judgment of the 
Associations, we believe, will be rewarded 
with a large attendance this fall. 




















oint Merchandising Committee 


Activities 


Last minute news from Committee headquarters 


Gattshall Resigns 

ALPH M. GATTSHALL, one 
R of the originators of the Joint 

Merchandising Committee’s 
Program in 1929 and closely identi- 
fied with the work ever since, has 
resigned as extension director effec- 
tive April 1. 

Ralph Gattshall more than any 
other one individual was responsible 
for the acceptance of the idea to pro- 
mote the distributor’s economic im- 
portance nationally and it was his 
untiring efforts which saw a sound 
idea grow into a nation-wide pro- 
gram backed by some 300 distribu- 
tors and manufacturers. 

It has always been Gattshall’s be- 
lief that this program should be 
sponsored and followed through by 
the National, Southern and American 
Associations. Now that he has guided 
the movement safely through its 
early stages, he believes the time op- 
portune for the Associations to carry 
on. 

In resigning, Mr. Gattshall has 
made it clear that he is still vitally 
interested in the success of the pro- 
gram and he stands ready to assist 
in any way possible. He merely has 
resigned as a full-time employee to 
be free to pursue other activities. 

Mr. Gattshall’s letter of resigna- 
tion, addressed to A. M. Smith, 
chairman, The Executive Committee 
of the Joint Merchandising Commit- 
tee, reads as follows: 

“With the formation of your Com- 
mittee, of which you are chairman, 
none can say that the work I started 
with Bud Hanson in 1929 has not 
been accomplished. 

“It is with some pride that I have 
watched each progressive move made, 
and having carried on for many 
years, I feel that now I can step 
aside and leave the details to those 
who are more practiced in perform- 
ing them. 

“All the men with whom I have 
worked know that my heart was set 
on launching a program and getting 
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R. M. GATTSHALL 


it into operation with the Associa- 
tions. Mine was an ambition of 
propagating an idea, with no thought 
of trying to run it once it was going. 

“The Committee accepted the idea, 
worked hard to win the industry’s 
acceptance, and with that as an ac- 
complished fact, I feel that my work 
is completed. 

“The Committee is asked to con- 
sider that sooner or later this action 
will have to be taken, and no time 
seems so opportune as the present, 
when all Committee affairs are at 
the peak of success. 

“T am, therefore, asking you to ac- 
cept my resignation as of April 1, 
1933, on behalf of the Committee, 
and to announce publicly the fact to 
the end that I will be free to make 
such efforts as can be made to get 
into other work. 

“Certainly I 
work. 


have enjoyed my 
No one can doubt the pleas- 


ure I have had in my contacts and 
the fine assistance of every one makes 
for a glad heart. 

“This does not mean I no longer 
wish to cooperate with the Commit- 
tee. It can count on me at any time, 
It only means that as a full-time man 
I wish to be free. 

“With best wishes for a continua- 
tion of the successful work, I am, 
yours cordially, R. M. Gattshall.” 

In accepting Mr. Gattshall’s resig- 
nation, the executive Committee 
makes the following statement : 

“At the Memphis convention, a 
new program of work for our As- 
sociations made its appearance, spon- 
sored by a set of men since known 
as the Joint Merchandising Commit- 
tee. 

“Most of the industry is now ac- 
quainted with the fact that the idea 
was originated in the American Sup- 
ply and Machinery Manufacturers’ 
Association, through the efforts of a 
representative of one of its charter 
members. 


“Each succeeding year saw that 
part’of the Associations’ work grow 
in popularity, until now, it has be- 
come a vital part of the Associations’ 
work, and as such, must of necessity 
be conducted by the Associations. 

“Many complications beset the 
Joint Merchandising Committee and 
the Associations, such as finances, 
but gradually each problem was met 
and solved so that we find now, in 
spite of conditions, a common inter- 
est that spells added successes for 
our Association where others have 
not fared so well. 

“It is true that the Joint Mer- 
chandising Committee’s program has 
played an active part in our Associa- 
tions’ successful operations since 
1930, and naturally much good can 
be credited to the persistent way in 
which the program was launched and 
kept alive. 

“Mr. Gattshall, who brought the 
Joint Merchandising Committee’s 
program into existence, was called 
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Pressure 


Snubbers 


Are used to prevent damage to the parts 
of recording and pressure gauges, flow 
meters, water level controls, regulating 
valves, electrical pressure switches and 
other instruments subjected to shocks 
caused by surge or pulsation from water 
(or other liquids), steam, air, oil or gases. 
They absorb all shocks to pressure gauges, 
keep them calibrated and make accurate 
readings possible. 





Ray Pressure Snubbers are positively self- 


cleaning. our 





Made of bronze and Stainless Steel. 
Type for every size and purpose. 


J 


CATALOGUE 


rs | CHARLOTTE, N.C. 


to pass you up 


If you overlook it, somebody else will get that profit. Be- 
cause Ray Pressure Snubbers offer immediate sales oppor- 
tunities on maintenance cost saving basis to every indus- 
trial plant, office building, municipality, etc., etc., that uses 
water, steam, air, oil or gases under pressure. 


Your salesmen who call on every department of plants 
in your territory are afforded the advantage of making 
quantity sales, because the Ray Pressure Snubber gets 
approval of maintenance, management and production 
executives who know how annoying and expensive it is to 
make repairs to valves, controls, gauges and all other 
equipment and instruments subjected to damage from 
shocks due to surges of water, oil, etc., under pressure. 


In these days, when you want to widen profit margins and 
establish better relations with old and new customers and 
‘prospects, you cannot afford to miss the opportunity 
offered you by the Ray Pressure Snubber. 





Some Repeat Order Users of 
RAY PRESSURE SNUBBERS 


University of Michigan 
Carnegie Institute of Tech. 
Sun Oil Co. 

New York Central Rwy. 
Westinghouse Electric Co. 
The Texas Company 

R. J. Reynolds Tobacco Co. 
Water Level Controls Co. 
Loose- Wiles Biscuit Co. 
Missouri Valley Pipe Line Co. 


Brooklyn Edison Co. 
Standard Oil Co. of N. J. 
General Electric Co. 

Swift & Co. 

Continental Construction Co. 
Bethichem Steel Co. 

The Barrett Co. 
Plainfleld-Union Water Co. 
Hessler Laundry Co. 
Susquehanna Pipe Line Co. 


You distributors who are anxious for fast selling, business building 
items should investigate the Ray Pressure Snubber now. Write 
today asking for descriptive literature, and our proposition which 
includes a worth-while distributor's discount. It would be advan- 
tageous for you to order a sample at the same time. 
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upon to guide it over the first rough 
The committee with whom he 
has worked know and acknowledge 
that it has been a constant ambition 
of Mr. Gattshall’s that the Associa- 
tions should absorb the committee’s 
work into their own activities, and 
that he has constantly sought ways 
and means to bring this about rap- 
idly, 


spots. 


“Committee changes made in May 
of 1932 made this more nearly pos- 
sible. 

“The new Associations’ presidents, 
working in harmony with their pre- 
decessors, all sitting on the Joint 
Merchandising Committee, made pos- 
sible successive changes in the oper- 
ation of committee affairs, so that 
now the original ideas of Mr. Gatts- 
hall are, for all practical purposes, 
an accomplished fact. 

“This has caused him to tender to 
the Committee his resignation, which 
is accepted with regret, and this pub- 
lic acknowledgment is made of a 
good piece of work well done.” 


* * *K 
Facts Bulletins 
second and third J M C 


Pr I SHE 
“Facts Bulletins” have been 


mailed, Each bulletin contains data 
showing what it costs users to main- 
tain supply stocks. 


’ 


Bulletin number two emphasizes 
the fact that obsolescene and depre- 
ciation alone cost users 15% of the 
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Sixty-three members of the supply industry from Minneapolis and surrounding territory met on March 9 to hear the 
story of The Joint Merchandising Committee. 


value of supply stocks carried. It 
goes on to urge users to buy from 
the distributor to save money and to 
insure complete local stocks to take 
care of emergency needs. 

The third bulletin quotes a state- 
ment from one of the country’s larg- 
est plants to the effect that the cost 
of carrying supply stocks not com- 
pletely turned within a year add to 
the original purchase price as fol- 
lows: -First year, 137.5% of the 
value; second year, 184.4%; third 
year, 243% ; fourth year, 316% and 
fifth year, 410%. 

Extra copies of these bulletins, 
which are attractively prepared in 
two colors, may be had by writing 
to W. E. Cain, executive secretary, 
Joint Merchandising Committee, 
Clark Building, Pittsburgh. 


* * * 


Group Meetings 
N March 7, a successful group 
meeting of distributors and 
manufacturers was held in Milwau- 
kee. C. E. Curtis, president, West- 
ern Iron Stores Company, Milwau- 
kee, was chairman. 

J. A. Channon, associate editor, 
Mitt Supprres, was the principal 
speaker. His subject was “The 
Value of the Distributor to the In- 
dustrial User.” 

Following Mr. Channon’s address, 
\W. E. Cain, executive secretary, The 
Joint Merchandising Committee, pre- 
sented data showing what it costs 


users to carry their own stocks of 
supplies. He also outlined the work 
the Committee is doing for the in- 
dustry at the present time. 


Houses represented at the Milwau- 
kee meeting were: The Western Iron 
Stores Company, Shadbolt and Boyd 
Company, John Pritzlaff Hardware 
Company, J. J. Stangel Hardware 
Company, Blackhawk Manufacturing 
Company, Suelfohn and Seefeld 
Company, Mohr-Jones Hardware 
Company, and Phillip Gross Hard- 
ware and Supply Company. 

Another group meeting was held 
in Minneapolis on March 9. R. C. 
Duncan acted as chairman of this 
meeting and was successful in bring- 
ing together 63 members of the sup- 
ply industry in the Minneapolis, St. 
Paul and Duluth territory. 


Mr. Channon and Mr. Cain also 
spoke at this meeting, presenting ma- 
terial similar to that given at the 
Milwaukee meeting. 


As a result of this successful get- 
together, plans were made to or- 
ganize a local group of Minnesota 
distributors to meet regularly. 


These companies had men present 
at the meeting: R. C. Duncan Com 
pany, Farwell, Ozmun and Kirk 
Company, Raymer Hardware Com- 
pany, F. T. Hildred and Company, 
Norton Company, Minnesota Mining 
and Manufacturing Company, Jur- 
gens Company, Williamsport Wire 
Rope Company, (Turn to page 65) 
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CO AFTER REPLACEMENT BUSINESS 


|B oe curtailed operations in industrial plants, piping systems 
for plumbing and heating systems, steam, air and water lines, 
process liquor lines and the like must be maintained. And the attack 
of rust goes on through good times and bad. 


This means a steady market for pipe for replacements. Money 
must be spent when spending is a most unpleasant operation. But it 
means, also, that your customers are more open to the arguments in 
favor of a better pipe—a pipe that will minimize the expense of 
future replacements. 


It is then that your knowledge of the qualities of Toncan Iron 
Pipe will fall on fertile ground. Tell the buyer that its use is a real 
economy. That it lasts longer because it is a modern alloy of refined 
iron, copper and molybdenum. That it ranks second to the stainless 
alloys in resistance to rust. That it works easily. That when welded 
into a system with Toncan Iron wire or rod it presents a uniform 
resistance throughout to fight the attack of corrosion. 


You can sell Toncan Iron for new work and for replacements if 
you use these sales arguments and others that are contained in “Pipe 
for Permanence.” Send for your copy. 
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REPUBLIC STEEL 
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Are Your Accounting Methods Sound? 


The final of a series of articles emphasizing the importance 
of an adequate accounting system to the successful oper- 
ation of an industrial supply business 


NOTHER item which should 
A be closely watched and which 
has a definite bearing on 
profits is that of past due accounts. 
With a reduced inventory, an in- 
crease of goods on consignment, and 
a larger bank note, the company had 
plenty of money with which to pay 
its bills as they became due. But, 
after examining the accounts receiv- 
able, some of them were found to 
be over 90 days past due. An analy- 
sis called “Age Analysis of Accounts 
Receivable” was made, not only once, 
but each month. 

In order easily to obtain the above 
analysis the bookkeeper withholds 
from the mails all statements having 
past due items on them, and they are 
then entered and distributed as on 
the form shown below. In _ addi- 
tion to showing the accounts that 
are delinquent, it “earmarks” any 
charges that are for goods on trial 
(the thorn in the side of many sup- 
ply houses). Many times these items 
are carried on memorandums only, 
and are allowed to remain dormant 
for many months. Often, the matter 
is entirely forgotten and the cus- 
tomer never charged. When a grind- 
ing wheel, or a machine has been on 
trial for 60 days, the salesman han- 
dling the account is asked for a re- 


By HOMER PORTER 


Pittsburgh 


tention to the item and often results 
in a sale for him. In any event, the 
matter is settled, the item returned 
and shipped to the factory for credit, 
returned to stock or a new trial run 
asked for. 

Some firms permit bookkeepers to 
write collection letters, but the treas- 
urer signs them. If no reply is re- 
ceived within 10 days another letter 
is written. The officers of the sup- 
ply house we are talking about were 
given a copy of the “Report of Slow 
Accounts” to follow up. It was 
found that chronic delinquent ac- 
counts not only soon began to pay 
but also their purchases increased as 
a result. This is not unusual, Ifa 
firm owes an old account, it hesitates 
to purchase again before having paid 
it. Several weeks ago a florist in a 
large city cancelled all his accounts 
receivables. The newspapers re- 
ported him as saying that “it burnt 
him up to go into other florist shops 
and see people who owed him money 
buying flowers and paying cash.” 
Many other similar instances may be 
cited. 

Some distributors have a surplus 
cash balance for a few days each 
month, at least from the time re- 
ceipts begin to come into the treas- 
ury, until the date of payment for 

















port. This calls the salesman’s at- outstanding bills. Some of these 
AGE ANALYSIS OF PAST DUE ACCOUNTS RECEIVABLE 
APRIL 30, 1932 
4to Over 
30 days 60 days 90 days 6Mos. 6Mos. 
Name Amount Past Due Past Due Past Due Past Due Past Due Trials 
J. P. Flanagan........ 250.00 50.00 125.00 WD. Side, bei shaw 
R. P. Snell Co....... 7.50 I wc totctide  Szevsartnds) deen ees aoe 
>> so 661.20 181.20 _.......... deci eee. Biss 500.00 
Sandy Nook Realty 876.40 6.40 170.00 300.00 400.00 nce 
i i 
Doil Mfg. Co. ........ re eee ee eer 
Superior Fireprfg.... 87.20 Tae 6 Cee ek 
| eee 2,783.40 758.27 457.20 431.60 441.33 none 725.00 





firms have asked and received inter- 
est on their daily balances, thus re- 
ducing their interest expense. There 
is another item of interest income to 
be considered. Get a note from any 
creditor unable to pay, then discount 
it and use the money either to pay 
bills or to obtain interest from the 
bank. Once you have received a note 
from a slow payer his bill more than 
likely will be cleaned up quicker, for 
it is a fact, I believe, that most 
people will pay a bank before a 
creditor. If the note is placed with 
the bank, and the bank uses its vari- 
ous tactics to collect it, the supply 
house is relieved of the trouble. 
Banks are used for most everything 
and do most everything nowadays, so 
why not use them as _ collection 
agencies ? 

Inasmuch as the industrial supply 
business during the past three years 
has been very bad in most sections, 
some firms have been handling addi- 
tional lines. Some distributors | 
know of purchased a stock of elec- 
tric alarm clocks, and other electrical 
appliances, and sent letters to the 
purchasing agents with whom they 
had been dealing, offering them job- 
bers prices on the clocks. One com- 
pany with which I am acquainted 
sold 1,500 of these clocks during 
1931, and repeated again during 
1932. Another firm or rather, sev- 
eral other firms are handling a new 
wiping cloth that has been placed 
on the market. It is made in Texas, 
of Texas cotton, and has proven a 
big seller among oil stations, rail- 
roads, mills and manufacturing 
houses, as well as restaurants, large 
buildings, and dry goods stores. 
These firms, of course, continue to 
handle the baled waste cloths. An- 
other firm is selling janitors sup- 
plies, and is increasing its sales. 
Other firms are doing a like busi- 
ness in different lines of goods which 
seem unrelated to their regular in- 
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High Hub/ 
for Butt Welding 


Drop Forged by Vogt . . your assur- 
ance of strength and soundness 
in high hub butt welding Flanges. 
Accurately faced and drilled to 
A. E. S. C. standards with machine 
beveled hubs for easy welding. We 
carry a large stock of sizes, ranging 
from 2” to 12” in Series 15 and 30, 


for immediate shipment. 
HENRY VOGT MACHINE Co. 
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dustrial supply business. By these 
additional lines being added, their 
sales and profits are being kept up, 
at least, to some extent, and con- 
tacts formerly had are being re- 
tained. The matter of additional 
foreign lines, of course, has its bad 
points, but if proper judgment is 
used, sales and profits may be in- 
creased in this manner. 


N an earlier instalment of this 

series of articles, I mentioned the 
additional loan which one distributor 
made at the bank and you are prob- 
ably wondering about the final out- 
come of it. All loans were paid, 
partly by a payment made each 
month from profits accruing as a re- 
sult of paying bills and taking dis- 
counts, and partly because several 
weeks ago the bank failed. When 
the bank closed, the company had 
enough cash on deposit to pay the 
note in full, but it needed cash 
quickly. Due to the “scare” caused 
by several banks failing, the banks in 
that particular district, closed all ad- 
ditional loans. The company, imme- 
diately upon hearing of the bank 
failure, asked its public accountant 
to prepare the usual monthly state- 
ments which were similar to the 
ones shown in this series of articles. 
Armed with a certified copy of its 
operations and financial position, the 
president, with his accountant, called 
upon one of the companys’ largest 
suppliers. After going over the mat- 
ter and showing the president and 
treasurer of the manufacturing com- 
pany the report, the loan asked for 
was granted. When it is recalled that 
in 1928 this account was three months 
in arrears and no discount was 
ever taken, it is not easy to believe 
that this manufacturer was willing to 
advance money, just upon the signa- 
ture of the company, not even asking 
for the individual endorsement of 


the officers and directors. The presi- 
dent of the manufacturing company, 
however, made this statement, “If 
you can discount your bills each 
month during the past two or three 
years, certainly you can repay this 
loan, and we are glad to accommo- 
date you.” 

From a deficit in 1928 to a surplus 
in 1932 may sound unreasonable, but 
it has been accomplished in this par- 
ticular distributing establishment and 
in several other houses with which | 
am acquainted. Of course, account- 
ing is secondary to sales, but sound 
accounting principles properly ap- 
plied may and often do turn into 
profits sales that are frequently ter- 
minated in a net loss. 

The company I have been talking 
about had operated about 10 years 
without any accounting service, and 
thought it was doing fairly well to 
remain in business, but after install- 
ing the correct accounting methods, 
it wondered how it had remained in 
business as long as it had. Proper 
methods of accounting enabled this 
distributor to make a net profit on 
reduced sales. 

In some companies it has seemed 
wise to departmentalize. If the com- 
pany has a tin shop or a plumbing 
shop in connection with its supply 
business, for example, it is well to 
keep separate costs and income. A 
business may have difficulty because 
of one department not functioning as 
it should and requiring all the profits 
of another phase of the business to 
keep operating. Leaks of this kind 
are easily stopped if adequate rec- 
ords are kept. 


NE industrial supply company 
has gone so far with its account- 
ing system that the officers know each 
morning by 10 o’clock, the profit o1 
loss for the previous day, the cost of 
sales, and total sales. The expenses 





Ma. PORTER will be glad to answer questions con- 


cerning accounting practice from readers of Mill Sup- 


plies. 


There will be no charge for this information 


unless some actual work is done on the books. Address 
your questions to Mill Supplies, 520 N. Michigan 


Avenue, Chicago. 
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are determined for each working 
day, based upon the previous 
month’s report. By having the gross 
profit and expenses, the officers are 
able to tell from day to day whether 
or not they are making a profit. This, 
too, makes the salesmen, and all con- 
nected with the business, work 
harder, and become more interested 
in the business. 

Recently, a man who had just 
started a small insurance company 
called in a public accountant. This 
is the gist of the conversation: “I 
want to know how much it will cost 
me, and how much of my time it will 
take, to have a simple accounting 
system designed in such a way that 
I may know at the end of each 
month just how much money I am 
making or how much I am losing 
For 16 years I worked in the office 
of a general agent, and my experi- 
ence has been that those companies 
with accounting systems which placed 
their insurance through us were the 
ones which could always meet their 
premiums as they became due, and 
those which did not know how their 
business was going were the ones 
which were always in arrears with 
their payments.” 


T IS common belief that a small 

business cannot afford the services 
of a public accountant. Again, some 
business men are of the opinion that 
a public accountant is nothing more 
than the combination of an adding 
machine and a typewriter, but a man 
who charges $50 per day for his 


work. These beliefs are all, to a de- 
gree, wrong. The small business 


needs the services of the public ac- 
countant, because it cannot afford to 
have in its employ a person who is 
specialized in accounting. Also, a 
man who holds himself out to be an 
accountant, and can do nothing more 
than total a column of figures in rec- 
ord time and write a “pretty hand” 
is not an accountant in the true sense 
of the word. After a system has 
been installed, or an existing system 
remodelled, a report may be prepared 
each month by a public accountant 
for from $25 to $75, including all tax 
returns at the end of the year. This, 
of course, depends upon the amount 
of work involved. 

This brings us to another point. 
Some officers of industrial supply 
firms, cause more trouble with the 
accountant in installing a system than 
do the office (Continued on page 55) 
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There may be an opportunity 
2 to obtain a Goodyear Mechan- 
i ical Rubber Goods Distribu- 
torship. Why not investigate? 
Address Goodyear, Akron, O., 
or Los Angeles, California. 
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HE first and fundamental selling help which every 
Goodyear Mechanical Rubber Goods Distributor en- 
joys is the quality built into the complete Goodyear line. 


The value of that, of course, cannot be overestimated, it 
carries so much assurance of customer satisfaction and is 
so powerful a factor in lessening sales resistance. 


In addition, Goodyear actively supports the Goodyear 
Mechanical Rubber Goods Distributor by vigorous and 
continuous advertising of its products in both national and 
key industry publications. 


Goodyear provides a constantly increasing supply of sales- 
promotional Business Building Helps, furnishing the 
Goodyear Distributor with facts on where and how to sell. 


Goodyear also maintains the scientific service-sales work 
of the G. T. M. — Goodyear Technical Man. This expert 
on rubber for industrial uses is always available to the 
Goodyear Distributor for purposes of studying a special 
operating problem and submitting specifications for its 
solution. 


These helps and services, all rendered in connection with 
“the greatest name in rubber,” combine to bring more 
business and profit and good will to the Goodyear 
Mechanical Rubber Goods Distributor. 








Jest Between Us 


ELL, fellows, | got by with 
my article last month and 
here goes for another little 


chat with you. 

If I should tread upon any of your 
pedal digits, just remember I’ve been 
through the mill and while it’s hard to 
teach an old dog new tricks, the old 
barker can pass on a few tips which 
might help you younger chaps a bit. 

Of all the nonsensical things I can 
recall, the most foolish and asinine 
is to think up excuses or alibis to kid 
the boss along. Trying to alibi your 
way through life is like carrying coals 
to Newcastle or getting the girls to 
wear the old-fashioned three-piece 
bathing suit (with straw cadys) their 
mothers used to adorn themselves 
with in the gay nineties. 

Too many of the boys on the firing 
line look upon the general sales-man- 
ager as a “tough guy” who is always 
gunning for their scalps. But we for- 
get that while we have only ourselves 
and our own sales record to worry 
about, the G. S. M. has the whole flock 
of us on his hands and is responsible 
to the chief for results and not alibis. 
Some job and I don’t mean equivo- 
cally. 

Honestly, fellows, I wouldn’t be a 
G.S.M. ona bet. Several times I have 
had the job offered me but I man- 


WHAT THE BOSS'S 
THINKING 

















IF ALIBI'S WERE 
DOLLARS , THIS BIRD 
WOULD HAVE MORE CASH 
THAN THE 187 NATIONAL 
BANK 











By SAM SELLEM 


Salesman 


aged to escape like Noah did in the 
ark. Of all the thankless, “pat-you- 
on-the-back” and “kick-you-in-the- 
pants-tomorrow” jobs, I can think of 
offhand, the G. S. M.’s assignment 
takes the cake. 

Often, our instructions from the 
G. S. M. seem galling, useless, need- 
less. In the long run, however, the 
boss is usually right. Whether we are 
successes or failures will depend to a 
large degree upon how we work with 
and for him or against him. In my 
time I’ve seen many a cub salesman 
come and go. Some were no more cut 
out to be salesmen than I am to be 
president of the U.S. A. The trouble 
with too many “cubs” is that they start 
out with the wrong perspectives. 
They are all swelled up with their 
own importance; they cannot take 
criticism or discipline ; they “know it 
all,” or have their “own ideas ;” and, 
to put it in a nutshell, are trouble mak- 
ers pure and simple, with accent on 
the simple. 

I have seen sales managers work 
with a young fellow. for weeks and 
even months to no avail. The stuff is 
not in him that’s all, and he floats from 
one place to another. Just “another 
ran” only he got tired before he 
started because he would not study, 
apply himself and work hard. All of 














"MY CAR BROKE DOWN -THE ROADS 

WERE TERRIBLE - ITS BETWEEN 
SEASON S - CAN'T EXPECT MUCH TILL 
SPRING BUYING orens uP -JusT 










BROWN & CO: /SA ZRO 
COUSIN ON HIS WIFE'S SIDE 
TO OLD JIMKINS HIMSELF; 
BLOOD /S THICKER THAN 
WATER You Know” 
ETC-E&TC-E&TC 


E AN’ ALIBI AL'— THE 


‘TB 
.S.M.WASN'T BORN YESTERDAY 


alesmen 


us have some good qualities, but un- 
less we can take the bitter with the 
sweet, coordinate what we do know 
with the will to learn more, we are 
doing both ourselves and the house we 
work for an injustice by not getting 
out and making a place for someone 
who will play the game according to 
the rules. 

Of all the misfits I ever came in con- 
tact with, 
limit. Some of the best “natural 
born” salesmen I have known were 
past masters at the art of alibi-ing. 
The alibier is usually born with the 
gift of gab and gets by with a certain 
class of buyers by his sheer impetu- 
osity. Nothing gets his goat. He is as 
much at home in the office of the 
G. S. M. as a duck in water or a thirst 
artist in a speakeasy. Our cartoonist 
depicts one of these false alarms try- 
ing to get away with his “line.” The 
G. S. M. has his number and “it won’t 
be long now” before this man is on 
his way. He will get through life 
somehow but will never be a success. 
He may never want for a meal ticket, 
but he will leave life with about as 
much as he started with, nothing. 

Nothing is quite so inspiring to me, 
old timer as I am, as to see a sales 
manager working in perfect harmony 
with his men. Taking them into his 
confidence, pointing out a failing here, 
praising a good trait there, always 
with but one idea in view, of making 
better salesmen of them. And unless 
each salesman on the staff will work 
wholeheartedly, painstakingly, untir- 
ingly with his G. S. M. no house can 
hope to prosper. For even as a drop 
of ink can make a glass of water 
murky, just so even one salesman who 
“has his own ideas” and will not 
cooperate with his boss, can demoral- 
ize a whole crew. 

On the other hand, not all sales 
managers are perfect any more than 
are all salesmen. Every bushel of 
apples has some specks in them. Some 
of these sales managers are no more 
fit for their high position than a tug 
boat captain is qualified for a master’s 
license on an ocean greyhound. And, 
get this, the (Continued on page 64) 
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Tue best man in the race looks the same as 
all the rest — until he gets into action! But 
there is a difference — a difference that wins. 


Tool buyers spot that winning difference in 
Morse Tools. Results, not appearance have 
shown them that production costs are lower 
with Morse on the job. 


Morse advertising, is driving, home this im- 
portant theme, helping you to build small The Morse Line 
tool profits because “There is a Difference.” nae 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Report on Employment 

ISTRIBUTORS interested in 

determining seasonal trends to 
aid in control of stocks and purchas- 
ing will find some help in a report 
just issued by the Department of 
Commerce which gives the total num- 
ber of wage earners in the manufac- 
turing industry for the United States 
and for each individual state, by 
month, for the years 1921, 1929 and 
1931. For the country as a whole, 
reports are included for 1909, 1914, 
1919 and 1925. 

Months of maximum and minimum 
employment are marked for each 
year. A summary of these results is 
not as valuable to distributors as is 
a close study of the facts for each 
state. For instance, the month of 
maximum employment for the United 
States as a whole in 1931 was April. 
In Alabama it was March; in Iowa, 
September; in Kansas, June; and in 
Tennessee, August. 

This report will form a part of 
the Census of Manufacturers, 1931, 
data for which was collected during 
1932. 


Automobile Expense Control 
Studied 

MPORTANT developments which 

have taken place in the operation 
of automobiles in the sales depart- 
ments of concerns employing travel- 
ing salesmen are covered in a special 
study of this subject just published 
by the Dartnell Corporation, accord- 
ing to Domestic Commerce. 

The report lists some of the results 
which have been brought about 
through the pressure that has been 
put upon the sales department to re- 
duce expenses as follows: 


1. A growing tendency toward a 
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scientific scale of mileage allowances 
based on the total number of miles 
used by a car during a given period— 
instead of the heretofore almost gen- 
eral flat rate. 

2. With the introduction of the 
sliding allowance, there has sprung 
up a right-about face policy in regard 
to the operation of company-owned 
fleets and a trend to help salesmen 
finance the purchase of their own 
cars. 

3. A reduction of approximately 
25% in flat mileage allowances to 
salesmen who use their own cars, 
over the rates enforced prior to Janu- 
ary 1, 1933, as a result of reduced 
railroad fares. 

The survey shows that in general 
the reduction in allowances has been 
between 20% and 30%. The report 
states, “Very few concerns report re- 
ductions below 20% and in several 
instances they run as high as 40%. 
On a percentage basis, of those con- 
cerns previously operating on defi- 
nite rates per mile above six cents, 
80% report reductions to five cents, 
while 20% stop at six cents. The 
prevailing rate for light cars in com- 
pact territories, more or less definitely 
established at six cents a mile is today 
much nearer five cents.” 


* * * 


Increased Profits Through Elim- 
ination of Direct Selling 
OMESTIC Commerce for 

March 20 carries an item to the 
effect that better profits and a marked 
reduction in operation expenses have 
been brought about by a large vacuum 
cleaner manufacturer through the 
concentration of business with whole- 
salers and large retail stores and the 
elimination of all direct selling. Al- 
though volume is naturally reduced 
at the present time, the new policy is 


said to be resulting in more profitable 
operation. 


Lowered Distribution Costs 


PAINT manufacturing concern 

whose operations are analyzed 
in a report issued by the Department 
of Commerce, entitled, “‘Profits from 
Cost Analysis in Paint Distribution,” 
was able to effect savings in its branch 
houses of $16,000 in nine montis 
through the use of distribution cost 
control. After the application of 
methods worked out in the Depart- 
ments’ survey, the average handling 
cost per item for the firm dropped 
from approximately $0.52 during the 
last six months under the old system 
to $0.37 in the first nine months of 
the new. 

Two representative paint firms 
form the basis for this special study 
of profit results, both of which, the 
report states, have successfully solved 
their mounting distribution costs, in- 
creased the unit of sale, reduced hand- 
ling charges and laid the basis for 
profitable customer selection and 
elimination of loss items, through the 
simplified and more accurate methods 
of cost analysis employed. 

One firm, for instance, discovered 
that 74% of all orders handled, in- 
cluding all sales of $3.00 or less, net- 
ted a loss when all distribution costs 
had been charged against them. Such 
orders represented only 22.7% of the 
total volume of sales. Approximately 
one-half the profits returned by the 
remainder of the business were ab- 
sorbed in offsetting the losses sus- 
tained on the unprofitable sales. 

The report describes in detail the 
methods by which the exact cost in- 
formation responsible for these re- 
sults was obtained. 
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Pulleys and Dayton Cog-Belts 


Now, in more than forty of the leading 
industrial centers, complete stocks of 
this popular drive—pulleys and belts 
—are quickly available to all Mill 
Supply Houses. This gives Mill Supply 
Houses and their salesmen an unusual 
opportunity to “‘cash-in”’ on the con- 
stantly increasing demand for the 
new Day-Steel Pulleys and Dayton 
Cog-Belts. 


Day-Steel Pulleys represent a nota- 
ble advance in power transmission 
equipment and when used with the 
well-known Dayton Cog-Belts they 
offer many outstanding advantages 
found in no other drive. 


For example, the new, scientifically 
built pulley provides new economy, 
new efficiency, new standards of per- 
formance. It is— 
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COG-BELT DRIVES 


—from 30% to 50% lower in 
price—offering tremendous 
savings in initial cost and 
in maintenance expense. 


—accurately formed from 
heavy-gauge pressed-steel, 
strongly welded both at 
the rim and at the web— 
assuring maximum strength 
and ruggedness with a substantial 
reduction in weight. 


—rigidly assembled with a hub of 
unique design—providing true run- 
ning and accurate balance. 


—finished in high quality aluminum 
—providing complete protection and 
outstanding appearance. 


—made with 1 to 6 grooves—for all 





ratings of 714 h. p. and 
below—all speed ratios—all 
center distances. 


And for greater conven- 
ience, these new Day-Steel 
Pulleys are individually 
packaged, and include in- 
terchangeable bushings for 
any size bore. 


But that is only part of the story — 
let us give you all the facts about the 
complete line of Dayton V-Belt drives 
—pulleys and belts—and full infor- 
mation about our merchandising and 
advertising helps that actually in- 
crease sales. Wire or write to— 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 


Factory Distributors in Principal Cities and all West- 
inghouse Electric and Manufacturing Co. Sales Offices 


| THE DAYTON RUBBER MFG. CO., Dept. C-52, Dayton, O. 


ON 


Name of Firm ......++ 


i 
j 
| 


Street Address........ 


City and State........ 


Gentlemen: Please send me all the facts about Day-Steel 
Pulleys used in connection with Dayton Cog-Belts, and the 
location of the nearest complete stock. 
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Territorial Sales Indicators 














North Atlantic States 


True to predictions, the Indicator for the North Atlantic States stiffened and even showed 
a gain of four-tenths of a point, rising to 32.2. Reports on March sales are about evenly 
divided between a 10% loss and a 10% gain. Gain and loss predictions are not centered in 
any particular section but are spread throughout the territory very evenly. 


Southern States 


Still the leader, the Southern Indicator took a brace after its slide in January and rests at 
42.0, a drop of only eight-tenths of a point. Advance reports on March sales point to some 
slight drop from the above figure. However, looked-for gains in a few sections may serve 
to hold the loss to 5% or less. 


Middle Western States 


Adverse banking conditions took their toll of middle western supply sales to the extent of an 
11 point loss, the Indicator coming to rest at 25.2. Furthermore, these same conditions in 
several centers are expected to drop this figure even lower for March sales. Hardest hit, of 
course, are Detroit and Cleveland, but some of the smaller centers have aiso suffered. 


Western States 


The first territorial Indicator to fall below 20, February sales for this group of states 
dropped from 21.0% of normal in January to 15.9% in February. Reports for March, how- 


ever, indicate a rise of at least 5% with slightly more possible. Every distributor reporting 
estimates a gain for March despite the bank holiday. 


Pacific Coast States 


Fighting its way back, after a sickening drop in January, the Pacific Coast Indicater jumped 
over four points to 36.5. Further, a gain of from 5% to 10% is predicted by nearly every 
distributor reporting on March sales. 
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The entire elevator crew turned out on cold 
mornings to start this tripper °™ prdce‘timien Roller Bearing 


Dodge-Timken Roller Bearings 


One cold winter morning several cars of grain were 
waiting to be unloaded on the siding of an Ohio elevator 
The 36-inch x 300-foot belt conveyor over the storage 
bins would not start. Much time was lost and starter 
fuses blown before they discovered that the cold grease 
in the plain bearings was the real cause. The entire 
crew pulled on the elevator belt and they finally over- 
came the extra frictional drag on the plain bearings of 
the tripper and head and foot shaft of the conveyor, 
so that the motor could pick up the load. The manage- 
ment, after several of these experiences, all of them 
costly, decided to install Dodge-Timken bearings. Now 
there is no time lost even on the coldest days, and there 
is a substantial saving in lubrication and maintenance 
as well. 


A Hog drive needs 0s aun 
they are built for punts ment 


Slabs of almost any size and all sorts of refuse are ground up by hogs. Interval 
between peak loads and no load on these drives is short. Plain bearings throw 
oil onto belt and motor suction pulls oil fumes into motor destroying insulation. 


The Dodge-Timken bearing 
shown has been installed four 
and one-half years. It has 
eliminated all bearing trou- 
ble and made big savings in 
oil, babbitt and labor. 


This service ts tough on most bearings— 


In the plant of a large manufacturer of abrasives, Dodge-Timken Type “C”’ Bearings 
have been adopted as standard and several hundred are in operation. The special seals 
provided exclude the fine abrasive dust and allow the bearings to function with perfect 
satisfaction even under the severe conditions shown in the picture. Here, too, the sav- 
ings have been large because frequent lubrication, re-babbitting and production delays 
have been eliminated. 


There are over eighteen hundred types and sizes of Dodge-Timken Bear- 
ings in standard production. A bearing for every industrial application 





PROFITABLE SALES OPPORTUNITIES 
IN FLOUR, 


Application 


Application Number 
{See Footnotes} 


Lineshafts 


ee ae ee ee 


rings 


ers, Couplings, 


Babbi 


itted Bea 


Dodge "DH-1" Ball Bearings 


Pulleys, 
| Collars, 


| 


@ | Dodge "D-V" Drives 
| Steel and Iron Conveyor Pulleys 


| Dodge Pressed Steel Take-Ups 








Countershafts 





@ | @ | Dodge Friction Clutches 





Bolters and Sifters 





ete | @ Dodge-Timken Bearings 





Hammer Mills 


Attrition Mills 


| 
| 





Separators 


Belt Conveyor Head se Tail Shafts 
Belt Conveyor Trippers- ere 
Flour and ) Feed Pachers 

Fons pe Blowers 

Quarter Tare & Right Angle Drives 
Agitators | 
Cookers — 

Roller Mills 

Screw Conveyors 


Elevators 


Man Lifts 





SALES POINTS ON ABOVE APPLICATIONS 


1 Dodge-Timken bearings eliminate oil drip, save power, oil and main- 
* tenance. They reduce fire hazard, facilitate starting of mill, insure 
against shut-downs and reduce troublesome vibration. “D-V’’ Drives on 
lineshafts allow use of higher speed motors, save space, eliminate slip and 
require no tighteners. Dodge clutches allow disconnection of any unit from 
main drive, prevent overloading of motor when starting, exclude dust and 
do not throw oil. 


2. Same advantages as above. 


$ Dodge-Timken bearings insure smoother, more uniform bolting; save 
* power, oil and maintenance. 


4 “D-V"’ Drives on hammer mills save space, cushion shock and prevent 
* slippage. Dodge-Timken bearings reduce vibration, prevent shut- 
downs due to bearing failure, save power, oil and maintenance. 


5 Dodge-Timken bearings insure uniform grinding, accommodate thrust 
* loads, save power, oil and maintenance. ‘“‘D-V"' Drives save space, 
transmit power without slippage. 


6 “D-V" Drives are compact, and eliminate belt slip with consequent 
* loss of power. Dodge-Timken bearings reduce vibration, maintain shaft 
alignment, save power, oil and maintenance. 


7 Dodge-Timken bearings reduce belt pull and prolong belt life. They 
* start easy in all temperatures and save oil, powet and maintenance. 


8 The self-aligning feature of Dodge-Timken bearings prevents binding 
* of shafts in bearings when tracks are uneven. They reduce belt pull, 
prolong belt life and save oil, power and maintenance. 


9 Dodge clutches are adapted for frequent shifting, exclude dust and do 

* not throw oil. Dodge-Timken bearings accommodate thrust loads on 
auger shafts without use of step bearings, do not throw oil and save power, 
lubrication and maintenance. 


10 Oil cannot be drawn out of Dodge-Timken bearings by fan action or 

* introduced into air stream. They reduce vibration, run cool under high 
speeds, save power, lubricant and maintenance. ‘‘D-V”’ Drives save space, 
eliminate slip, insure uniform flow of air and reduce vibration. 


1] Dodge-Timken loose pulleys on quarter turn, right angle drives or belt 
* tighteners reduce belt pull and friction, prevent cramping of bearings, 
reduce vibration, operate under high speeds and save oil and maintenance. 


12 Dodge clutches allow disconnection of any unit from main drive, pre- 

* vent overloading of motor when starting. Dodge-Timken bearings are 
adapted to vertical shafts, easy to lubricate in this position, will maintain 
gear alignment and reduce power, lubrication and maintenance costs. 


13 Dodge clutches on cookers offer same advantages as when applied to 

* agitators. This is true also of Dodge-Timken bearings with the addi- 
tional advantage of operating satisfactorily under temperatures generally 
common to this service. 


14 “D-V" Drives improve grinding efficiency by maintaining constant 

* differential between rolls and save power and maintenance. Dodge- 
Timken bearings allow greater accuracy in setting rolls, maintain proper 
clearance between roll faces, eliminate frequent re-tramming of rolls, reduce 
grinding temperature and vibration. They also make substantial savings in 
power, oil and maintenance. 


15 Dodge-Timken bearings provide fully for screw thrust, eliminate wear 

* on screw shaft, save oil, power and maintenance. ‘‘D-V" Drives 
eliminate noise common to gear drives, reduce vibration and allow close 
coupling. 


16 — Drives save space, do not require exact centers and operate 
““° satisfactorily even on non-rigid wood supports. Dodge-Timken bear- 
ings save power, oil and maintenance. 


a7 “D-V" Drives on man lifts save space, absorb shocks and operate 
* quietly. Dodge-Timken bearings require little attention and save 


lubricant. 
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$125,000 Fire at S. B. Roby 
Company 

A huge fire, said to be the worst of 
the year in Rochester, on March 19 
destroyed the establishment of the 
S. B. Roby Company of that city. 
Damage was estimated by fire bureau 
officials at $125,000. 

The blaze was apparently under 
control shortly after the alarm was 
turned in, but a terrific explosion 
drenched the entire building with 
paints and oils which were in the 
stock of the supply house. 

C. W. Griswold, president, in a let- 
ter to Mitt SuppPLies, reports that 
although the fire occurred on the 
night of Thursday, March 9, the 
Roby Company resumed business on 
Friday morning, March 10. The 
same address, 208 South Avenue, 
will be retained. 

x * * 


Near Cyclone Removes Ross- 
Willoughby Roofs 


A near cyclone on March 8 re- 
moved the roofs from both buildings 
occupied by the Ross-Willoughby 
Company, Columbus, Ohio. For four 
days thereafter, the buildings were 
open to the elements, but due to good 
fortune, no rain fell during the 
period. 

W. C. Hunter, president, reports 
that the property loss was trifling and 
fully covered by insurance. How- 
ever, the inconvenience was terrible, 
the store being filled with wreckage. 


* * * 


Florida Distributors Elect Officers 


At the January meeting of Florida 
distributors, held at Ocala, the fol- 
lowing new officers were selected: 
J. H. Howarth, Georgia Supply 
Company, Jacksonville, pres:dent; 
ernest McCarthy, Harry P. Leu, In- 
corporated, Orlando, secretary-treas- 
urer; and Addison Pound, Baird 
Hardware Company, Gainesville, 
vice-president. 
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Display of Harry P. Leu, Incorporated, Orlando, Florida, at the Central Florida Expo- 
sition, held in Orlando recently. The Exposition, unlike most fairs held in the south 
this year, wound up with a surplus in the treasury, the attendance being approximately 
50,000. This booth was gotten together by W. M. Gaillard and James Horner of the 
sales department. Besides the heavy hardware and mill supplies the display included 


supplies for packers and shippers of oranges and grapefruit. 





Former Barrett-Watson Heads 
Now with Beck and Gregg 

R. L. Barrett, formerly president 
and treasurer of the Barrett-Watson 
Company, Atlanta, Georgia, and E. L. 
Peck, a salesman with the same or- 
ganization, are now covering indus- 
trial plants for the Beck and Gregg 
Hardware Company, of the same city. 
Both of these men have had 25 years 
experience in the distribution of in- 
dustrial supplies. 

*k * * 


New Trumbull Manufacturing 
Officers 


M. L. Derge, former vice-president 
and general manager of the Trumbull 
Manufacturing Company, Warren, 
Ohio, has become its president. 

Thone P. Pendleton is the newly 
appointed secretary. 


*k * * 


F. C. Morton, President of 
Bickford and Francis 
F. C. Morton, for several years 
general manager of Bickford and 
Francis Belting Company, Buffalo, 


New York, has become its president. 
A widening of the scope of the com- 
pany’s activities along the lines of 
industrial equipment and engineering 
contracting is contemplated. 


* * * 


Two Salesmen Added by 
Penn General 


J. H. Malloy and P. J. Edmonds 
have been added to the sales force 
of the Penn General Supply Com- 
pany, Pittsburgh. This information 
is contained in a communication from 
S. L. Bassett, president, in which he 
also states that Penn General has 
added a complete line of shellac, wax 
filler and varnish for floor work. 


* 2 * 


M. L. Foss Distributes Norton 
Wheels in Denver 

M. L. Foss, Incorporated, has been 
appointed distributor in Denver and 
surrounding territory for Norton 
grinding wheels. A complete stock 
of Alundun and Crystalon wheels 
and abrasive grains has been in- 
stalled. 
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Drop-Forged 


WRENCHES 














ARMSTRONG 
—VANADIUM 
WRENCHES 
Have developed a wide 
sale for use on auto- 


ARMSTRONG WRENCHES 
come with the finest machines 
are invariably the choice of 
careful buyers. 


matic production ma- 
chines where their thin 
heads, long bodies and 
extra strength assure 
a safe, pesitive ‘set’. 


By every acceptable laboratory test ARMSTRONG 
WRENCHES prove superior to others. In ma- 
chine shops and tool rooms they are being given 
the same decision, for each new year shows 
ARMSTRONG WRENCHES enjoying a higher 
percentage of the quality wrench business. To the 
Industrial Distributor with an eye to both present 
and future business, the rapidly increasing demand 
for ARMSTRONG WRENCHES, their marked 
superiority, ARMSTRONG Leadership in develop- 
ment*, and ARMSTRONG Policy of protected 
prices and margins, have established these as the 
most profitable wrenches to sell. 


Tool Holders } 
Lathe Dogs | 
Ratchet Drills | 
“C” Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARMSTIGNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


ARMSTRONG 


TOOLS from your 
Supply House 








*First to forge Alloy Steel wrenches, first to 
use a super-carbon steel, and other improve- 
ments. 
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Write for Catalog B-27 


ARMSTRONG BROS. TOOL CO. 


‘‘The Tool Holder People’’ 
305 N. Francisco Ave., 
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CHICAGO, U. S. A. | 
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Smith-Booth-Usher in New Plant 

Through the recent acquisition of 
the property adjoining its branch at 
2001 Santa Fe Avenue, Los Angeles, 
Smith-Booth-Usher Company has 
been able to consolidate both its main 
establishment, formerly located at 
228 Central Avenue and the branch 
in a new building at the former ad- 


| dress. 


The new plant will house the gen- 
eral offices, salesrooms, parts and ser- 
vice and warehouse for the following 
departments: pumps, engines, com- 
pressors, machine tools, woodwork- 
ing machinery, construction equip- 
ment, and pipe valves and fittings. 

The company was ready to do 
business in its new quarters on April 
3. An announcement sent to its cus- 
tomers expresses confidence in the 
future, both of the nation and of 
Southern California and points out 
the fact that the new establishment 
will enable Smith-Booth-Usher to 
render a more efficient and econom- 
ical service to its customers. 





| T. J. Williams (left), manager of the mill 


supply department, Knapp Supply Com- 
pany, Muncie, Indiana, is pictured with N. 
B. Hitchcock, factory representative for the 
Smith Welding Equipment Corporation, 
Minneapolis, Minnesota. 


Roy Kendall Married 
Roy F. Kendall, general manager, 
Kendall Hardware Mill Supply Com- 
pany, Battle Creek, Michigan, was re- 
cently married to Miss B. Potter. The 


couple spent their honeymoon in 
Florida and Cuba. 
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THE SMALL COG COUNTS! 


‘ A small boy’s arm, plugged in a leak- 
ing dyke, saved all Holland from 
inundation. 


In the modern factory the efficiency 
: of a whole network of machinery 
may be influenced by the function- 
ing of one relatively unimportant 
cog. 


i During the high production period 
of a few years back many small cogs 
were overlooked. Unessentials ac- 
cumulated. Cost leaks were not 
plugged. It made little difference, 
for business was good and profit a01° ct 
I margins ample. gf | 





Peete OTT 


$ — 
When the old order of things ended, E yor" poor es" 
industry began the painful process cuir sha" ase 
of contraction. And now after three pr ne 

' years it is down to a framework of a 

essentials. Deflation has been ac- 

complished. 


Today is stock taking time—a time 
j to look ahead and to plan wisely for 
a new era. The successful manu- 
facturer of tomorrow is preparing 
today to meet the more exacting 
industrial standards of a new age. 


SR LE IE 


Clipper Beli Lacer 
| GRAND RAPIDS MICHIGAN Belt lacing is only a small cog in 
plant operation, but its efficiency is 


, a vital factor in the maintenance of 
——e er an unbroken flow of production. 
facing & quipment ee if Ll’ 


UMI 














42 MILL SUPPLIES 








| Joseph Woodwell Company Cele- 
brates Eighty-Ninth Birthday 


| Joseph Woodwell Company, Pitts- i 
| burgh, recently celebrated its eighty- ' 
ninth birthday. 
| When first established, most of the 
| hardware came from foreign coun- 
tries, being shipped to Ptitsburgh 
from Philadelphia via the old Penn- ' 
sylvania canal. It was packed in huge 
casks, some of which weighed more 


than a ton. The small original build- 
| ing was once almost wrecked when a 
| cask rolled from a dray and struck 
the side of the structure. 

The company, in addition to stand- 
ard hardware, carried a stock of sad- 
| dlery hardware, cabinet-makers’ tools, 
upholsterers’ goods, veneers, tropical ‘ 
woods, collapsible chairs, curled hair k 
| in rope form, chair and sofa springs, 
| burlaps, hair-cloth, webbing, wood : 
and glass door knobs, glue, plush, 
brocatelle and gimp. 

Chisels, bits, gimlets and such tools 
were purchased right in Pittsburgh. : 
Hand-made horsenails were imported 
from England, packed in coarse bags. j 
It is said that by the time shipments 
| reached Pittsburgh these bags were 
| as hard to handle as a load of porcu- 
| pines. At one time, during the Civil 
| War, Joseph Woodwell had a corner 
| on horsenails. : , 
Gun flints were sold in large quan- 
| tities, many pioneer families treasur- 
| ing the old Revolutionary flintlock 
muskets. 

The Woodwell Company, still at 
its original location, is being run by 
William E. Woodwell, grandson of 


REL PS Say 


Dollar Makers 


‘er 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


— 


eee 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice the founder. J. K. Woodwell, great- 


what we preach—Co-operation. Secket Head CapScrew 9  &'2"dson, is the vice-president. Some 


customers of the original company 
are still in existence. Also, many 


fir the seaboard fro hich 
We Also Make ms on the seaboard from whic 


| purchases were made 80 years ago 
“HALLOWELL” Steel Werk-Benches 


“HALLOWELL” Steel Work-Tables still receive orders from the Wood- 
“HALLOWELL” Steel Work-Benches, Semi-Portable 

















“HALLOWELL” Steel-Wood Work Benches well Company. E 
“a ALLOWELL” Steel-Weed Work-Tables * ‘ a 
HALLOWELL” Steel Bench Drawers 

“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL"” Steel Shep-Parniture Encouraging News from 
“HALLOWELL” Steel Lift-Truck Platforms | Standard-Shannon 
| “Business looking much better,” 
| states a report from the Standard- ’ 

| Shannon Supply Company, Phila- 
delphia. 
| New sales offices have been opened 

| at 11 South Letita Street; two new 
salesmen have been added to the force ; 

and two new lines, I. B. Williams and 
JENKINTOWN, PENNA. a Sons’ leather belting and Armstrong , 





Brothers’ tools, are now being dis- 


ST.Louis | . 
BOX 519 | tributed. 
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ON THIS MATTER OF SELLING 


THE ESSENTIAL ELEMENT of a manufacturer’s 
policy is the method by which he distributes his 
production. Only by a frank, prescribed state- 
ment on that question can his relation to an 


industry be clearly defined. 


Unless a manufacturer announces his policy or 
has proven through experience that he has one 
—the industry, as a whole, can never be certain 
of his practices. Distributors will naturally class- 
ify him as non-cooperative and assume that he 
competes directly with them whenever the oppor- 
tunity arises. 


The Republic 
5-Point Policy 











| Aline of rubber items sufficiently com- 
plete to permit effectively supplying 
the requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


3 A price basis inducing and making pos- 
sible aggressive competition with rea- 
sonable profit return. 


Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 
day to day solicitation. 


5 Selling helps of reasonable amounts so 
that his sales force may be given the 
advantage of specialized training and 
a knowledge of the product sold. 




















AND BUYING 
POLICIES... 0s 


That assumption is justified because manufac- 
turers who protect distributors lose no time in 
making their positions clear. Such cooperation 
of itself constitutes one of the strongest appeals 
that any producer can offer in his efforts to se- 
cure enterprising outlets. 


In the Mill Supply Industry distributors are an 
all important factor. Only those manufacturers 
which fully support them are working for the 
ultimate in service to the consumer. 


On the other hand, it is equally essential that 
distributors make their policies clear. If they 
support producers with non-protective policies, 
they become a part of the tearing down process. 
If they cling closely to cooperating manufactur- 
ers, they not only strengthen the whole industry 
but work for their own best interests. 


Republic gained and has held the position of 
leadership among those manufacturers with clear- 
cut, distributor sales policies. We are naturally 
inclined to favor those outlets which have buy- 
ing policies that back up such manufacturers. 


A clear-cut distributor sales policy of a manufac- 
turer works best when there is a clear-cut buying 
policy at the other end. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 





REPUBLIC—THE DISTRIBUTORS’ CHAMPION 





43 








44 MILL SUPPLIES 











SF. 
"Pane wre 


HOLLOW SCREWS 
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Chrome- 





Mo-lyb-den-um 


eD The 
ee rw product of 
integrity is 
not cheapened 


for expediency 


OR EMERGENCY 


There is today no more advantage in selling a 
cheapened product than there ever was. Now as 

formerly there is nothing saved by paying less and get- 
ting still less. Sound buying policies have been relaxed, 
not by process of reasoning but by pressure of emergency. 
Emergency works no miracles in putting value or serviceability 

where it wasn't. . . Normally you prefer to sell ALLENS, because 
ALLENS have the “call” and the confidence of users. Now more 
P than normally you'll prefer the line ma draws no suspicions of 


quality-cuts at current prices. « « « « 


THE ALEEN MEG. COMPANY 


Harrrorn, Conn. W.$.A. 














| A stocking kink for hose which Fred Pfeif- 

fer, general manager, Neill-La Vielle Supply 

Company, Louisville, Kentucky, has found 
| to be particularly effective in preventing 
overstocks and keeping a close check on 
non-salable short lengths. The steel rack 
is made to hold six steel reels which are 
| equipped with a crank arrangement which 
makes reeling and anata a ea matter. 


Never Indiana Supply Com 
pany Organized 





| The merchandise of the Kokomo 


Supply Company has been sold by the 


| receiver to James E. Meck, Glen R. 


Hillis, Earl W. Turner and Virgil R. 
Coffel of Kokomo, Indiana, according 
to information received from the 


| Union Bank and Trust Company, re- 





ceiver for the Kokomo Supply Com- 
pany. 

The above named men have or- 
ganized a new company, which has 
been incorporated under the name of 


| Northern Indiana Supply Company, 


Incorporated. Address is given as 402 
West Superior Street. 

Mr. Meck was formerly secretary 
treasurer of the Kokomo Supply Com- 
pany and Mr. Hillis the vice-president. 

* * * 


Paint Specialist Employed by 
Barrett Hadware 
A specialty paint salesman has been 
added to the force of the Barrett 


Hardware Company, Joliet, Illinois, 
for the purpose of developing sales in 


| the plant maintenance field. While 


the company had always enjoyed a 
nice business from trade sales, no at- 
tempt until now had been made to 


| capitalize on the industrial trade 


available. 
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“‘Vulean Superior’ Tongs 


were first choice in the 
wie erection of the World’s 
aa Greatest Building ... 

















"THE miles of pipe that comprise the plumbing How many of these buildings 
and heating system in the Empire State can you name? 


building, represent a man-sized installation job. 
For this work, Williams’ “Vulcan Superior” 
Pipe and Fittings Tongs were selected against 
all competition. And they proved one hundred 
per cent satisfactory. 


Empire State Building 
500—5th Avenue 
Hecksher Bldg. 
Twenty-two E 40th St. 
Lincoln Bldg. 
“Vulcan Superior” is a universal service Tong N. Y. Central Bldg. 
for both pipe and fitting—TWO tools in one. Waldorf Astoria Hotel 
Phe radius of jaws and manner in which chain 8. Channin Bldg. 

is hung give extra “bites” and instant release. 9. Chrysler Bldg. 

The “V” recess in the jaws assures quick and 
positive grip on fittings. 


tom GO IS 


~ 
~ ~ 


Seven sizes, with either flat link or cable chain, 
will handle pipe and fittings from 1/8 to 12 
inches. Fully guaranteed. Ask for literature. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
75 Spring St. New York 


AWILLIAMS 
VULCAN 

SUPERIOR WESTERN WAREHOUSE SALES OFFICE 

PIPE AND FITTINGS TONGS CHICAGO WORKS BUFFALO, N. Y¥ 





BUY FROM YOUR DISTRIBUTOR 
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| R. W. Banner of the Banner Welding Sup- 

ply Company, Buffalo, does one-armed weld- 

ing but that one arm will do more tricks 

with a torch than the two of average welders. 

Howard A. Neubecker, secretary, The Don 

F. Johnson Company, Buffalo, is seen at 
the left. 





National Association Pushing 
Sales Policy Campaign 

The campaign of the National Sup- 
| ply and Machinery Distributors’ As- 
| sociation to encourage manufacturers 
| to adopt selling policies which will be 
_more helpful to distributors is being 
| aggressively carried forward, accord- 
| ing to word received from George A. 
| Fernley, secretary-treasurer. 

Association officials maintain that 
manufacturers can find no basis to 
justify the continuance of a policy 
| under which they sell distributors, 
| upon whom they depend for most of 

their volume, and also sell the dis- 

tributor’s customers. 

A new report on this subject will 

_ shortly be issued. The Association 
has taken the position that the rela- 
tions between manufacturers and dis- 
tributors are reciprocal and that in 





" | asking manufacturers to give them the 


type of cooperation they require, dis- 
| tributors, in turn, obligate themselves 
to be loyal to cooperating manufactur- 
ers and to do a real selling job for 
_ them, 
| The new report will be a companion 
piece to the Association’s “Distribu- 
tor’s Creed,” which was recently pub- 


e | lished for the purpose of outlining the 


essential elements of a satisfactory 
sales policy. 1t will embody an analy- 
sis of views of a large group of manu- 
facturers regarding the type of co- 
operation they believe the distributor 
should give them. 

The Association plans to use its 
overhead expense report to substanti- 
ate ideas contained (Turn to page 52) 
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The_ 





OLDEST LINE OF 
MECHANICAL 
RUBBER GOODS 
MANUFACTURED 
IN AMERICA 
TO-DAY 






(A) Braided Wire plies imbedded in resilient rubber provide 
a Powerful Safety Factor, 


(B) Super-Tube of special heat-resisting compound. 
(C) Braided Breaker ply that bonds the cover to the plies. 


(D) Extra-Tough Cover resists external abrasion. 


Hy-Test Steam Hose is an excellent example. Here is a product that leads the field in Steam Hose 
construction. Hy-Test will never burst. 


For this Super Hose is built with braided wire plies which show no distress when the hose is subjected 
to continuous pressures and high temperatures. 


It is an established fact that the life of a Steam Hose is no longer than the life of its supporting plies. 


As conventional plies are gradually weakened by heat, safety diminishes .. . danger of bursting 
increases. 


In Hy-Test the strength of the braided wire plies remains practically constant. And when abnormally 
long usage finally allows the steam to penetrate the rubber the braided wire plies remain intact. The 
escaping steam is amply retarded, but Hy-Test will never burst. 


Hy-Test with its braided wire construction is equally as flexible as the conventional type of steam 
hose made of cotton fabric plies. For fewer braided wire plies are necessary. 


The progressive character of Hy-Test Steam Hose typifies the accomplishments of N. Y. B. & P. 
engineers in their constant efforts to keep the N. Y. B. & P. line of Mechanical Rubber Goods always 
apace with the progress of industry. This means much to the N. Y. B. & P. Distributor. 


one gs, 






New York pears & PACKING ©. 


1790 BROADWAY, {i@@::) NEW YORK, NY. 
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New and Improved Industrial Products 














EATURING safety from accidents, 

which often result in fatalities, a new 
steam hose has been announced. The 
braided wire construction acts as a safety 
device to retard the velocity of escaping 
steam even though long, severe service 
should allow steam to penetrate the rub- 
ber. In the illustration above: A, indi- 
cates tube of special heat-resisting com- 
pound; B, braided steel wire plies im- 
bedded in resilient rubber; C, braided 
breaker ply which bonds cover to plies ; 
and D, the extra tough cover. It is 
claimed by the manufacturer that this 
new steam hose, with its braided wire 
construction, is equally as flexible as the 
conventional type with only fabric con- 
struction because fewer wire plies are 
necessary. Hose has passed rack test of 
100 pounds pressure for 7,000 continuous 
hours and is said to operate under pres- 


sures as high as 175 ee New York 
Belting and Packing Company, New 
York City. Mitt Suppties, April, 1933. 


Electric Hoist 




















N automatic balancing hinged hook 

and spring feature this new electric 
hoist. These improvements avoid a heavy 
counterbalance and the balancing spring 
acts as a cushion to prevent sudden jerks 
when lifting a load. The hoist is very 
light in weight and provides several 
speeds of operation. It has push button 
control, safety type limit switch, positive 
automatic brake, oil-bath lubrication, drop- 
forged swivel hook, special alloy chain 
and spur gear drive. Can be furnished 
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in %4, %, 1 and 2 ton capacities, Lift for 
all hoists is 8 feet. Lifting speed ranges 
from 24 to 3 feet per minute, the latter 
being speed for the largest hoist—Coffing 
Hoist Company, Danville, Illinois. Mitr 
Supptiies, April, 1933. 


Geared-Head Motoreducer 





SPECIALLY designed for relatively 

low ratios, this new combination of 
motor and gear unit may be used for 
speed reduction or speed increase. It 
makes possible the use of high-speed mo- 
tors instead of the more costly low-speed 
type and provides any desired speed from 
one-ninth motor speed to about two and 
one-half motor speed. Variation of speed 
is secured with a simple single-pair gear 
train, a construction which the manufac- 
turer claims gives the utmost in simplic- 
ity, rigidity and compactness. Low speed 
shaft is carried on Timken roller bear- 
ings. Solid roller-type bearing is used 
for mounting pinion end of motor, roller 
assembly — carried with outer bearing 
race. -The Falk Corporation, Milwaukee, 
Wisconsin. Mitt Suppries, April, 1933. 


Automatic Bar Bender 








NEW automatic bar bender, which is 
operated simply by pressing a but- 
is said to be fool-proof, enabling it 
to be operated by inexperienced workmen. 
All mechanism is entirely enclosed, mini- 


ton, 


mizing the possibility of accidents. Ma- 
chine is made of high grade steel plates. 
Gears, of special hardened steel, have 
machine-cut teeth and run in ball bear- 
ings or bronze. Bending pins are made 
of nickel steel. Simply installed special 
equipment makes possible from one to 
four bendings at a single operation on 
one or several bars, permits bending of 
spirals, straightening of bars and bend- 


ing of stirrups and other shapes. Automa- 
tic control, which operates equally well 
with special equipment, makes faulty 
bendings impossible. Bending plate re- 
turns to. starting point automaticall\ 
when bending has been completed.—G. D. 
S. Shearing ot Punching Machine Com- 
pany, New York. Mitt Suppwies, April, 
1933. 


Portable Electric Drill 






4 


EIGHING only six pounds, a new 
; portable electric drill for light duty 
is equipped with a universal motor for 
D.C. or A.C., 110 volts, 25 to 60 cycles, 
with a speed, no load, to 1700 r.p.m. It 
is 1% inches long, handle to chuck and 
4 inches in diameter. Drill body and 
handle are cast aluminum. Alloy, heat- 
treated gears operate in a grease-tight 
chamber. Equipped with “make and 
break” switch, and three-jaw chuck with 
a capacity up to %-inch. Furnished with 
eight feet of heavy-duty, rubber-covered 
cord with rubber plug and key.—Signal 
Electric Manufacturing Company, Me- 
nominee, Michigan. Mitt Suppties, April, 
1932. 


Electric Airbrush 


HIS new electric gun is used for the 

application of paraffin, cement, asphalt, 
waxes or any other material requiring a 
temperature up to 300 degrees for appli- 
cation. It requires only 10 to 20 pounds 
air pressure to apply these materials. Ma- 
terials can be applied wet or dry, depend- 
ing on distance nozzle is held from ob- 
ject to be coated. Equipped with quart, 
gravity fast feed “clamptight cover” cup, 
12 feet of %-inch airhose with swivel 
couplings and 12 feet of asbestos covered 
electric cord. Air conditioning unit has 8 
foot water, oil, rust and dirt separator 
with strainer union and drain valve, 150 
pound air regulator with gage, fittings 
and %4- _ air line valve—Paasche Air- 
brush Company, Chicago, Illinois. Mutt 
Suppiies, April, 1933. 


Needle File 





HIS new needle file is made with a 

knurled handle or tang in place of the 
old style smooth round tang. The knurl- 
ing prevents slippage and assures a firm 
grip without cramping the fingers and 
hands of the user. These files are made 
in all the regular shapes at the same price 
as for the old style—The American Swiss 
File and Tool Company, Elizabeth, New 
Jersey. Mitt Suppwies, April, 1933. 
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ENDURO is Licensed under Chemical Foundation 
Patents Nos. 1316817 and 1339378 
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8 ber gee are hundreds of places in industry where headed and threaded products 
é of ordinary ferrous materials just cannot last—where rust and corrosion 
destroy the metal itself and cause early failure of equipment and machinery. The 
light section of threads with high surface exposure on bolts and nuts are par- 
ticularly open to attack. 

The answer to this problem is ENDURO Stainless Steel. During the past 
year Upson has experienced a growing demand for and produced thousands of 
ENDURO bolts, nuts, rivets, pins and similar products for use in food handling 
equipment, for marine duty, for architectural installations and for the petroleum, 
chemical, automotive, aircraft, textile, paper and brewing industries. 

ENDURO is Republic’s Perfected Stainless Steel. It does not stain, tarnish, 
rust or corrode even under the action of most acids. It is stronger than ordinary 
steels. It calls for more care and skill in its fabrication into threaded products, 
but Upson’s experience is your assurance that all Upson-made ENDURO items 
are made to your satisfaction. Fifteen grades of ENDURO provide an analysis 
to meet every condition of corrosion. Write for details. 
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New and Improved Industrial Products 











Pressure Snubber 





a= type of dampening device, for 
use on diaphragm valves and gages, 
is mechanically operated and self-clean- 
ing. It absorbs shocks caused by pulsa- 
tion or surge and delivers to the instru- 
ment a readable mean of pressure. Snub- 
bing action is obtained through a travel- 
ing clearing pin which moves up and 
down within a tubular orifice on each 
pulsation. Due to the fact that orifice is 
never completely closed the pressure 
equalizes through return force, thus de- 
livering accurate results. The rise and 
fall of the clearing pin cleans the snub- 
ber by kicking any sediment out at the 
lower end—Ray Pressure Snubber Com- 


pany, Charlotte, North Carolina. Mri 
Suppwies, April, 1933. 
Hand Winch 





EATURING a high factor of safety, 

this 3-speed hand winch will handle 
single line loads of 5 tons with a 25 to 1 
ratio, up to 1500 pounds with a 4 to 1 
ratio, and has a 1 to 1 gearing for re- 
winding cable at the greatest possible 
speed. Electric steel castings are used 
throughout. Both pinions are cast in- 
tegral with the shafts, eliminating keys. 


50 


Collars with pins on ends of drum shaft 
prevent spreading of frames under load. 
Brake and pawl operate on outside gear. 

3rake is contracting band tvoe, lined with 
wire-inserted asbestos lining. Prospects 
include contractors, gravel plants, fac- 
tories, mills, marine industry, mines, oil 
well operators and pipe iines—Union 
Machinery Company Portland, Oregon. 
Mitt Suppwies, April, 1933. 


Variable Speed Transmission 

















HE Lenney variable speed transmis- 

sion, which operates on the over- 
running clutch principle, features great 
speed flexibility. Variable speeds from 
10 to 100 r.p.m. may be obtained with an 
input speed of 1200 r.p.m. while an in- 
put speed of 1800 will yield speeds from 
14 to 140 r.p.m. Three clutches are used 
on the output shaft, sufficiently overlap- 
ping each other to give a constant speed. 
Unit is mechanical throughout. Mech- 
anism runs in bath of oil—The Strong, 
Carlisle and Hammond Combanvy, Cleve- 
land, Ohio. Mutt Suppties, April, 1933. 


Sand Paper Holder 




































































Tr Handy Grip sand paper holder 
finds many applications among car- 
penters, craftsmen, pattern makers, auto 
body finishers, boat builders, machinists 
and mechanics. Sand paper is inserted 
by removing bottom piece of holder. This 
is accomplished simply by pushing lever 
forward to relieve tension and lifting top 
piece. One-fourth of a sheet of sand 
paper is folded over the flanged edges of 
the bottom piece and the top piece is then 
replaced and locked by pushing back on 
the lever. Holders are packed one dozen 
in a counter display box.—The Busch and 
Thiem Company, Sandusky, Ohio. Mtr 
Suppiies, April, 1933. 


Solenoids 





A= line of high speed solenoids 
has been developed by Panfilo 
Trombetta, well-known authority on mag- 
netic devices. These solenoids will suc- 
cessfully function up to 200 operations 
per minute and will operate on any fre- 
quency of A.C. or D.C. and any voltage 
up to 2300 volts. Solenoids can be used 
in many applications requiring a rela- 
tively small force acting through a rela- 
tively small distance, as for example, a 
force of 10 to 20 pounds acting through 
a distance of three or four inches. The 
solenoid in these cases can replace such 
a combination as a motor, clutch and 
crank. This new iine consists of various 
sizes which are designed to perform spe- 
cific functions. Heretofore, solenoids 
have been built more or less to order for 
each particular job—Wrought Washer 
Manufacturing Company, Milwaukee, 
Wisconsin. Mitt Supp.ies, April, 1933. 


Machined and Centered Bronze Bars 


NEW line of cored and solid bars of 

phosphor bronze bearing metal is 
said to eliminate much of the expense 
and labor heretofore necessary in ma- 
chining bushings, bearings and bronze 
parts from bar stock. These new bars 
are machined and centered. Outside di- 
ameters are concentric with inside di- 
ameters. Bars are 13 inches long instead 
of the conventional 12 inches, which al- 
lows the machinist to obtain multiples of 
standard bushing lengths such as 1%, 2, 
3, 4 and 6 inches, which cannot be done 
with a 12-inch bar due to length loss in 
cutting off. Hard surface scale is re- 
moved, thereby permitting cutting tool 
difficulties. Furnished with sufficient 
stock on the outside to allow a finished 
bushing to be machined to the size labeled 
on the bar. Centered ends permit a rapid 
set-up by machinists and a large saving 
in tooling time—The Bunting Brass and 
Bronze Company, Toledo, Ohio. Mux 
Suppties, April, 1933. 
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e Best RAW MATERIAL 


eMosf SCIENTIFIC PROCESSES 


eMosf RIGID TESTING 
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Nicholson Files have been a part of 
America’s industrial life for many 
years. They were accepted as a stan- 
; dard of quality when no American 
workman dreamed of owning an 
automobile because the possibility 
of the automobile never entered his 
imagination. They remained a stan- 
dard of quality when there was at 
least one carin every garage and they 
are still the standard of quality when 
every dollar spent for equip- 


Seles eet ae 


OL 
ment must get a hundred cents soSy ness to you. Nicholson File Com- 
worth of value—and then some. USA; pany, Providence, R. I., U. S. A. 


| Genune 
| NICHOLSON FILES 


A FILE FOR 


never got away from them 


é 


Nicholson Files are made on these 
fundamentals; the best raw mater- 
ial, the most scientific and speci- 
alized processes of manufacture, 
the most rigid possible testing 
and inspecting. 


On these fundamentals rest the 
manufacturing and selling policies 
of the Nicholson File Company. We 
believe that these policies will con- 
tinue to bring profitable busi- 
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Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 


friction of the plies; the patented, sectional steel rocker pin which 
absorbs friction in the hinged joint; the great surplus of strength 


and long service—only Alligator Steel 


features which make it the choice of millions of belt users. 


both on light and heavy duty drives. 
Monel Metal. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street 


In England at 135 Finsbury Pavement, London, E. C. 2 


Eleven sizes. 
You can recommend it “blind”. 





Belt Lacing combines these 
Reliable 
Made also in 


CHICAGO, ILLINOIS 






































Six Features That Make 





the THOR AGENCY 





Profitable 





- 
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. The enviable reputation of THOR ELEC- 


. The widespread use and acceptance of 


. The pepular prices enable you to sell any 


.A Distributer Policy that is fair and 


-A complete Sales and Engineering Service 


. An old, reliable company, financially sound 





TRIC TOOLS, which is the result of years 
ef satisfactory performance in thousands 
of shops throughout the country. 


THOR ELECTRIC TOOLS eliminates sales 
resistance and saves salesmen’s time. 


type of plant, whether for maintenance or 
production work, and to compete success- 
fully for your share of business. 


equitable. 
for any usual or unusual problems. 


and progressively managed, that insures you 
and your cust s plete satisfaction 
im every transaction. 





INDEPENDENT 
NEUMATIC TOOL CO. 


604. W Jackson Blvd 


* CHICAGO: 


ELECTRIC 
TOOLS 


Write for our Distributors’ Proposi- 
tion and Catalog, complete details of 
which will be sent to you promptly 
and without obligation. 





in the “Creed.” Further, a survey 
of members is being made to deter- 
mine margins obtained on a group of 
lines and the margins which members 
feel are essential to profits. 

The decision to make this last study 
is indicative of a growing feeling, on 
the part of distributors, that each line 
must be capable of standing on its 
own feet from a profit standpoint and 
marks the beginning of the end for 
the old theory that one line could 
be handled at a dangerously narrow 
margin because the profit could be 
made up on other items. 








Three members of the force of William 
Wallace and Sons, Chicago. Left to right, 
Charles R. Karman, Robert P. Thompson 

and A. L. Wallace. 





Buffalo Transmission Club 
Organized 

The Mechanical Power Transmis- 
sion Club of Buffalo, recently or- 
ganized, has already held three suc- 
cessful meetings. Membership in the 
organization now numbers 22. 

a 


General Machinery Adds 
Pomona Pumps 

General Machinery Company, 
Spokane, Washington, has added 
Pomona pumps to its line. 

Among their first customers for 
these pumps were two Spokane 
breweries which are rehabilitating 
their plants in preparation for the 





sale of the “real thing.” Extensive 
| sales of pipe, valves and fittings to 
| these units is also reported. 
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Glen B. Jennings, manager of the Tampa 
branch of Cameron and Barkley, smiles des- 
pite the fact that our photographer has 
encountered a sunless moment in the “Sun- 


shine State” and is demanding an explana- | 
tion. The “Cambar” mark of Cameron and | 


Barkley, seen on the window to the left, was 
eatin wid Mr. sittin 


Sligo Iron Store Handles Three | 


New Lines 
Norton grinding wheels, Rego 
welding equipment and Una electric 
welders are now being distributed by 


the Sligo Iron Store Company, Saint 


Louis. 

Mr. Bretschneider of the Norton 
Company and Mr. Lohan of Sligo 
are supervising the grinding wheel 
sales. 


H. C. Gouter has been placed in | 


Prt “of the welding department, 


which has been developing very suc- | 


cessfully. 
* *K * 
Alemite Added by New Jersey 
Distributor 
John Breslawsky, vice-president, 
New Jersey Engineering and Supply 
Company, Passaic, reports that his 


concern is now distributing Alemite 
lubricating products. 





man for 37 years, the last 21 being spent 
in doing business under his own name. 





























Yale Ball Bearing Spur 
Geared Chain Hoist. 
Capacities from '/, 
ton to 40 tons. 





When you sell a Yale Chain Hoist you do 
more than provide your customer with the 
speediest, safest and most efficient means of 
hoisting by hand—you render him a cost 
reduction service. For Yale Hoists are en- 
abling a vast number of industries to reduce 
the costs of various plant operations. 


Every Yale Chain Hoist you sell will make 
a friend for you because of its dependability 
and long life. Yale distributors naturally 
participate in Yale leadership and prestige; 
and they have the backing of the world's 
oldest and largest manufacturers of chain 
hoists and allied equipment. 


—YALE— 


“FROM HOOK TO HOOK 
A LINE OF STEEL” 


hearty 4 


| THE YALE & TOWNE MFG. CO., ot'v?si’o 


Lewis E. Tracy has been a Boston supply | 


PHILADELPHIA, PA., U.S. A. 





| Makers of Yale Electric Trucks, Hand Lift Trucks, Electric Hoists and Trolleys 


Cost Reduction! 




















MILL SUPPLIES 








A Steady 
Repeat Item 


Key Graphite Paste has won its 
widespread popularity entirely on 
its merits. Constant sampling has re- 
sulted in a constant increase in sales. 
For samples have proved to users that 
Key Graphite Paste absolutely seals 
joints on all lines carrying oil, high 
pressure steam, acid, etc. 

Key Graphite Paste is a profitable 
item to stock and push. Mail the 
coupon for prices and discounts. 


KEY BOILER EQUIPMENT CO.., 


2700 McCasland Ave., E. St. Louis, Ill. ; 


Please send 
discounts on 


Name 
Firm Name 


rices and distributors’ 
ey Graphite Paste. 








F. Letzer, president of the Indianapolis 

Machinery and Supply Company, Incor- 

porated, Indianapolis, and a newcomer to 
the organization, Myron Feinberg. 








Isaacson Distributing Century 
| Motors 
| L. G. Isaacson Company, Aber- 
|deen, Washington, has added the line 
of motors manufactured by the Cen- 
tury Electric Company, St. Louis. 
“At the first sign of improving busi- 
ness,” reports Mr. Isaacson, “we will 
add an engineer salesman to our 
force.” 

The motor line has been added to 
round out the company’s stock. Suc- 
cessful sales of V-belts and sheaves 
have pointed out the necessity for 
being able to furnish complete units. 


-* « 


Cook Iron Stores Issues Catalog 

The Cook Iron Stores Company, 
Rochester, New York, has just issued 
a new general catalog. This new book 
is not only very attractive, but is an 
unusually comprehensive one, contain- 
| ing 448 pages of illustrations and text 
matter. 

Mr. Cook considers his company to 
be very fortunate to have the issuance 
\of its new catalog come just at the 
\time when the economic situation 
throughout the country is making such 
a decided turn for the better. He is 
of the opinion that the mill supply 
business is going to increase rapidly 
within the next few months and that 
his new catalog will be a great factor 








in securing for him his proper share 
of the business. 

The catalog was printed by the 
Cuneo Catalog Service Company of 
Chicago. 


* *«* * 


Paint Specialization Produces 
Sales 

Special emphasis on the sale of in- 
dustrial paints during the past 60 
days has produced more volume on 
this commodity for the Standard 
Equipment and Supply Company, 
Hammond, Indiana, than was en- 
joyed during the entire last half of 
1932. 

This company has recently taken 
over the Wheeling Steel Pipe ac- 


count. 
* 7K OK 


Joplin Distributor Handling 
Timken Bits 

The McNeal Machinery Company, 
Joplin, Missouri, is now distributing 
Timken detachable rock bits, a prod- 
uct which is said to find a ready mar- 
ket among contractors, quarries and 
mines. 

*x * * 


New Lines for William T. 
Johnston 
DeVilbiss Pro-Tex, Crown spray 
guns and the line of the Consolidated 
Staple Company are now being han- 
dled by the William T. Johnston Com- 
pany, Cincinnati, Ohio. 





Houston Wall, of Knight and Wall, Tampa, 
Florida, is seen here with the cup offered by 
his firm as a trophy in the annual 16-foot 
sail boat races. Mr. Wall, who is manager 
of the marine department, is himself the 
winner of numerous cups and medals for 
outstanding performances in his schooner, 
“Haligonian.” 
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Distributors — 


We are in a position to sup- 
ply your customers’ require- 
ments promptly. You will be 
satisfied with our service and 
quality of product and will be 
enabled to make a satisfactory 
profit on your sales. 
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Cap Screws 
Set Screws 
Wood Screws 
Machine Screws 
Alloy Screws 
Bolts and Nuts 
(also Dardelet self locking 
screw thread Rivet Bolts 
and Cap Screws) 


Large and complete stocks carried 
at the factory. 
Our cartons are extra strong. 


Correspondence and contact is 
invited with distributors. 


Fa, 


{ Tt ° 
jj , 






4 
a ays at 







Rockford 


Screw Products Co. 
Railroad Avenue at Ninth Street, 
Rockford, Il. 














New Hoist Line for Standard- 
Machinists 
The Standard-Machinists Supply 
Company, Pittsburgh, was recently 
appointed distributor in the Pitts- 
burgh district, including western 
Pennsylvania, a portion of West Vir- 
ginia and a portion of Ohio, for the 
line of hand and electric hoists and 
electrically operated traveling cranes 
manufactured by the Shaw-Box 
Crane and Hoist Company. 
* * * 
Evansville Supply Distributing 
New Lines 
The Evansville Supply Company, 
Evansville, Indiana, is selling Arco 
metallic packing and Plasket sealing 
compound. 





A shiny new addition to the delivery fleet 
of The E. A. Kinsey Company, Cincinnati. 
The first motorcycle unit, which may be 
seen in the background, was purchased 


three years ago and is still in service. Its | 


low maintenance and operating cost and its 
speed and flexibility were deciding factors 
in the purchase of the new unit. Equipped 
with this type of side car, the unit is capable 
of handling 500 pounds and will be used to 
replace one of the light trucks. R. L. Streine, 
the veteran pilot of old number one, is very 
much pleased with his new “iron horse”, 


| although he says the temptation to “step on 


it” has very nearly proved his undoing. 


Are Your Accounting Methods 
Sound? 
(Continued from page 30) 
employees. Even after a system is 


| installed and the report is forthcom- 


| attention 


| making sales. 


ing each month, they do not pay much 
to the condition of their 
company. They are too interested in 
This is not intended 
as a criticism, but is a fact to be 
reckoned with. 

If every distributor would install 
an adequate accounting system, it 
would minimize many existing prob- 
lems. Recently, I was talking with 


the credit manager of a large steel | 


firm. He told me the manager of 
his company’s Eastern sales office 
had written regarding some 


sion and abrasion. 


































Doors That 
Are Closed 





With Rex Z-Metal, you will 
be in position to go after 
every chain replacement sale 
in your area. 


Rex Z-Metal Chain is 
much stronger, much more 
resistant to corrosion, abra- 
sion and pounding than the 
malleable chains which it 
replaces on the same 
sprockets. It exceeds normal 
grades of carbon cast steel 
in strength. 

Every chain buyer in your 
territory will be eager to see 
Rex Z-Metal Chain—eager 
to hear about it. 

Wherever there is trouble 
with: 

1. Loads exceeding the 
yield point of malleable 
chain, causing stretching. 

2. Rapid abrasive wear of 
malleable chain. 

3. Failure due to corrosion 
or a combination of corro- 


Rex Z-Metal will usually 
solve the problem. 

You are offered here arare 
opportunity — an opportu- 
nity of the sort that comes 
once in a lifetime—some- 
thing so infinitely new and 
better that it will enable 
you to break into estab- 
lished business and establish 
this business for yourself. 
Write today for the com- 
plete plan of the Chain Belt 
Company on Rex Z‘Metal 
Chain. 


CHAIN BELT COMPANY 





dis- | 


1622 WEST BRUCE STREET, MILWAUKEE 


REX CHAIN 


Bearings, Belt Idlers, Buckets, Castings, Construc- 
tion Machinery, Conveyors, Set Collars, 
Sprockets, Take-Ups 
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when needed 


In comes an order marked “rush.” 
Must you “wire the factory” or is your 
stock complete to meet any emergency? 
Frequently, immediate delivery means 
the difference between an order sold 
and an order lost—the difference be- 
tween profit and loss. A Bond distribu- 
tor need never worry about supplying 
the right caster for the job, for in the 
complete Bond line there is a type for 
every purpose. Each day more and 
more distributors are realizing the value 
of carrying a full stock—the same as 
they are realizing the advantages the 
complete line of Bond Truck Casters 
gives them. 


gna Foundry & Machine Company 


Manheim, Lance. Co., Pa. 
Phila. Office: 617 Arch St. 


N. Y. Office: 30 Church St. 
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Distinctive Sales Features 
of the SETTE FAUCET 








For oil, 


alcohol, 
lacque 


liquids. 


gasoline, kerosene, 
anti-freeze solutions, 


rs and many other 



















Imperial also manufac- 
tures the famous Impe- 
rial Paint Spray Equip- 
ment and Imperial 
Welding and Cutting 
equipment. 


For Steel Drums and Barrels 
1. Metal to metal seat. Cannot deterio- 
rate. No packing to dry out. 
2. Automatically self-closing. Cannot 
be accidentally left open. 
3. Push lever control. Designed so that 
operating the faucet will not tip or tilt 
the barrel. 
4, Easily locked in either open or closed 
position. 
5. Not affected by heat or cold. 
6. 34” iron pipe thread with large hex. 


It is easy for you to visualize your opportu- 
nities for sales among the industrial plants on 
which you call—and in many markets. 


Our distributor policy and our profit 
margin are sure to interest you. We in- 
vite your inquiry. Write today. 


IMPERIAL BRASS MANUFACTURING CO. 
511 So. Racine Ave Ge l@.clommias 





| house had not kept adequate records” 





| A floodlight illuminates this excellent paint 


stock display in Cameron and Barkley’s 

Tampa branch. The line of paint shown 

is a comparatively recent addition to the 

stock of this firm but its sale is being pushed 
cites 


tressed stocks of steel that were be- 
ing placed on the market. As a re- 
sult of this distress selling, some of 
the supply houses were having diffi- 
culty in moving their stocks. Upon 
further investigation, it was found 
that a large, long established supply 


concerning the amount of accounts 
payable due each month, the total of 
slow accounts, and other vital infor- 
mation. As a result, this distributor 
suddenly found himself “financially 


| embarrassed.” In order to relieve 


the strain, he had cut the price on 
every item in stock in order to raise 
enough money to avoid bankruptcy. 
Obviously, all the supply houses in 
that district were suffering because 
of this move. 

It seems to me that the company 
which does not keep accurate rec- 
ords and does not have reports of 
its operations submitted each month 
is a menace to society, just as is an 
automobile driver who has no lights 


on his car, and yet continues to drive 


over our highways. 

It is not the purpose of this article 
to say that proper accounting meth- 
ods are a panacea for all the ills now 
prevalent in the industrial supply 
business, nor does it intend to leave 


| the impression that by having proper 


accounting methods, any business 
can operate successfully. Certainly, 


| many firms that have excellent ac- 
| counting systems fail, but many of 


them did not heed the warnings as 
reflected in their reports. 
If business management would 
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Your Customers 


Buy Brushes & Brooms 
not because they want 
them but because they 
need them 








It is easy to change their need for | 
just “brushes and brooms” into | 
a definite need for MILWAUKEE 


Brushes and Brooms. 








Then the business is yours be- | 
cause MILWAUKEE Brushes and | 
Brooms are of standardized qual- | 
ity and they never fail to make 
good in service. 





OUR LINE is too extensive to) 
enumerate here. Send for our) 
complete Catalog and see how you | 


| ery. 


study the causes of bankruptcy, in- 
stall proper accounting methods, ob- 
tain and study monthly reports, let- 
ting them serve as a guide to cutting 
expenses and increasing income; and 
be more careful with credit policies, 
certainly, business would stand up 
better under the torture of the pres- 
ent existence. 





I have heard the prediction made | 


that within a short time, every busi- 
ness is going to be forced by compe- 
tition, by its suppliers, or banks, to 
know just where it is going, and 
some firms are going to wonder how 
this may be done. One sure way is 
to install an adequate accounting sys- 
tem which will provide accurate 
monthly reports. 
¢ 2» 


Beer Creates New Opportunities 
for Distributors 
(Continued from page 13) 

Brushes are of special importance 
in cleaning coolers, hose and machin- 
Small rotary brushes are used 
for cleaning bottles. 

Rubber boots and masks to be worn 
in the grain elevators where dust ac- 


| cumulates constitute the major safety 


equipment items. Of course, all 
ladders must be equipped with rub- 
ber shoes or spikes to prevent slipping 
on wet or oily floors. 
floors are laid, 





When new | 
a corrugated or | 


roughened finish is specified to pre- | 


vent slippage, but due to excessive 
moisture and oil, the surface soon 


| becomes slippery regardless. 


Iron hoops for barrels, recording 
instruments and regulators for 
valves, frames for unprotected gears 
on machinery, electrical supplies, 


| such as portable waterproof lamps, 





can satisfy every buyer in your | 
territory with MILWAUKEE | 


Brushes and Brooms. | 


and wire which must be insulated 
against excessive moisture, are other 
items used in breweries. A _ great 
deal of conduit rather than open wire 
is used, too. Boiler maintenance 


equipment, such as fire brick and fire | 


| cement is also a major item due to 


| the fact that the equipment is going 


| 
| 24 hours a day. 


THE MILWAUKEE BRusH | | 
MANUFACTURING Co. | 


2236 N. 30TH STREET 


MILWAUKEE 
WISCONSIN 























MI 


{ILWAUKEE 


It is the hope of MILL SupPLies | | 


that the information concerning the 


| supply needs of breweries included 


in this article will aid salesmen to 


| serve this industry in an intelligent 


manner. For, as one brewer said, 
“We're being flooded with salesmen 
these days and you can bet that only 
the fellows with a practical knowl- 
edge of our requirements are getting 
beyond the buying portals.” 











OF PROGRESS’ 
chives 


VALDURA 


ASPHALT ALUMINUM 
PAINT! 


All major buildings — interior and 
exterior —protected and decorated 
exclusively with Valdura Alumi- 
num, Oils and Casein in 32 colors. 
A $150,000 job—reputed to be the 
largest ever awarded a single paint 
maker. For more than 20 years Val- 
dura quality has been known the 
world over. 


|DON’T OVERLOOK THIS 
SALES OPPORTUNITY! 


Nothing oncozeds like suc- 
cess—you’ll be proud to 
offerValdura. W henbought 
by test—Valdura wins. 










American Asphalt Paint Co., 844 Rush St., 


I am interested in Valdura—mail me “‘Interesting 
| news about the 1933 World's Fair’’. 


Chicago 





Name. 





Fee ee ee 


City and State 











Manufacturers [ell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











Ferry Cap and Set Screw 
President Dead 

Thomas Ferry, 63, founder and 
president of the Ferry Cap and Set 
Screw Company, Cleveland, Ohio, 
died early Wednesday morning, 
March 22, following a stroke at his 
office on Tuesday afternoon. 

The son of a forty-niner who re- 
tired and settled in Cuyahoga Falls, 
Ohio, after he had made his fortune 
in the gold rush, Mr. Ferry began his 
career as an apprentice in the Falls 
Rivet and Machine Company. A few 
years later he went to Cleveland, 
where he entered the employ of the 
Cleveland Automatic Machine Com- 
pany. About 1880 he joined the Na- 
tional Screw and Manufacturing 
Company, where he served for 17 
years. 

In 1906, Mr. Ferry organized his 
own company with a patented method 
of forming a bolt or screw head from 
steel wire, the “cold upsetting” pro- 
cess universally used today. The com- 
pany flourished and in the years prior 
to 1929 its business exceeded $2,000,- 
000 per year. 

He was active in many other indus- 
trial projects including the original 
Laundryette Manufacturing Com- 
pany and the Aetna Rubber Com- 
pany, of which he had been president 
and which he served as a director at 
his death. Mr. Ferry also was one 
of the original directors of the Wade 
Park Manor building syndicate. He 
was a director and former president 
of the Associated Industries of 
Cleveland and a member of the 
Knights of Pythias, Lakewood Elks, 
Cleveland Athletic Club, Chamber of 
Commerce and Manakiki Country 
Club. 

Mr. Ferry is survived by his wife, 
one daughter and a son, Edward W. 
Ferry, who is secretary of the Ferry 
Cap and Set Screw Company. 


% * * 


Goodrich Restores Salaries 


The following statement has been 
issued to all employees of The B. F. 


8 


unr 


Goodrich Company throughout the 
United States by J. D. Tew, presi- 
dent: 

“The administration at Washing- 
ton is aggressively putting into effect 
constructive legislation which in our 
opinion will soon result in greater 
business activities. The measures 
enacted are most helpful in restoring 
confidence and opening up avenues 
of trade. 

“In the hope that the actions taken 
in Washington will be productive of 
increased business, and in order to 
support every move for the restora- 
tion of normal business, all salaried 
employees of the parent and do- 
mestic subsidiary companies were re- 
stored on March 20 to rates effective 
prior to the recent national financial 


emergency.” 
* * K 


New Flexible Steel Lacing 
Salesman 
Warren B. Paulson is now cover- 
ing Ohio and adjacent West Virginia 
and Kentucky territory for the Flex- 
ible Steel Lacing Company, Chicago, 
manufacturers of “Alligator” steel 
belt lacing and other products. Mr. 





Warren B. Paulson 


Paulson has been with the company 
at the factory for the past year and 
his promotion to the sales position was 
made to fill the vacancy caused by the 


death, several months ago, of James 
S. Fitzgerald. 


* * * 


G. H. Thomson New Swartwout 
Representative 

George H. Thomson has recently 
been appointed New England repre- 
sentative for the Swartwout Com- 
pany, Cleveland, Ohio. He will han- 
dle the entire line of power plant 
equipment and the rotary ball-bearing 
ventilator. Mr. Thomson has been 
associated with the Swartwout Com- 
pany for more than 10 years. 


* * * 


Muntz and Lea Exhibit Goulds 
Pump at Convention 

Over 1,000 well drillers and manu- 
facturers’ representatives registered 
for the sixth annual convention of 
the Illinois Water Well Drillers As- 
sociation, held in the main lobby of 
the Fox Hotel, Elgin, Illinois, on 
February 15, 16 and 17. 

A very interesting exhibit of Goulds 
Pumps was featured by Muntz and 
Lea Company, Goulds Elgin dis- 
tributors. 

Frank McKay, factory represen- 
tative, was in attendance at the 
Muntz and Lea exhibit to explain 
the features of Goulds new “C I D” 
shallow and deep well water systems 
and to answer any pump questions. 


Leather Belting Association 
Meets 

The first quarterly meeting of the 
American Leather Belting Associa- 
tion was held at the Hotel Pennsyl- 
vania, New York, on March 22. The 
Mechanical Power Engineering As- 
sociates held a joint meeting with 
the leather belt manufacturers. 

W. G. Oaks, of Hammelein and 
Bailey, Incorporated, Camden, New 
Jersey, was elected treasurer to fill 
the unexpired term of Julian Alex- 
ander, deceased. 


MILL SUPPLIES 





i 
3 
€ 











eee lee ee ee 


+ Sor 








UMI 


ee ee 


FEIT AA. oye 


- 


UMI 


APRIL, 1933 


MILL SUPPLIES 59 





New Trade-Mark for 
Mason-Neilan 
From now on, the line of compen- 
sated temperature, pressure, flow and 
combustion control instruments manu- 
factured and sold by the Mason Regu- 
lator Company and the Neilan Com- 
pany, Limited, (a division of the 


eR 


(\MASONEILAN ) 


_ 


Mason Regulator Company) will bear 
a new trade-mark. 


It will be used by both companies 
on all instruments instead of each 
company using its individual trade- 
mark as heretofore. New trade-mark 
is pronounced as if it were two words, 
“Mason-Neilan.” 


* * * 


Barber-Colman Office Changes 

Barber - Colman Company, Rock- 
ford, Illinois, manufacturers of mill- 
ing cutters, hobs, hobbing machines, 
hob sharpening machines, reamers 
and reamer sharpening machines, have 
recently announced two changes in 
offices in New England and Chicago. 

F. R. Ridgely will cover Massa- 
chusetts, Rhode Island and a portion 
of Connecticut, and will have an office 
with the Barber-Colman Company of 
Massachusetts at Framingham. 


In Chicago, the office of the machine 
and small tool division will be merged 
with that of the electrical division and 
will henceforth be found at Suite 718, 
La Salle-Wacker Building. Clinton S. 
Morey is the representative in this 
territory. 


* * * 


Two Goulds Distributors Renew 
Contracts 

Hagerty Brothers Company, 
Peoria, Illinois, has just renewed its 
contract as distributor for Goulds 
“C I D” water systems in Central 
lllinois. Hagerty Brothers took over 
the Goulds line early last year and 
immediately began an active cam- 
paign to interest dealers and water 
system prospects. Planned direct 
mail and dealer aids were used. 

Kretschmer - Tredway, Dubuque, 
lowa, has also renewed its water sys- 
tem distributor contract and plan a 
concentrated sales effort on shallow 
and deep well water systems in their 


territory for 1933. 














Coffing Hoists 


— products of necessity— 


Are loosening the purse 
strings of industry 
1 ) 


The New Electric Coffing 
Hoists. Capacities: '%4, 
Yo, | and 2 tons. Weights: 
75 to 85 Ibs. 


: 
Model A—%% ton; Weight: 
14 Ibs., and Model F— 
12 ton; Weight: 25 Ibs. 






































3 
: Our New Model F-T— 
. : . a Capacity: 3 tons; Weight: 
No. 1 34 Ibs. 
To tell a long story in a few 4 
words: Coflfing products are , ? 
answering very definitely the hg A et ’ No. 2 No. 3 No. 4 


modern need for better hoists, 
with greater pull, less weight 
and small space consumption. A number The same opportunity is open to many 
of leading distributors—becoming familiar 
with the remarkable features of Coffing 
Hoists and witnessing their ready accept- for ali facts. Let us tell you how we will 
— by industrials in their territories— 
have recently taken on this gr 

are ouahiinis the sale petal a = — Let us point out how you can make real 


cessfully. profits with Coffing in 1933. 


313 E. Van Buren St. COFFING HOIST COMPANY Danville, ill 


other distributors. We invite you to write 


cooperate with you in your selling efforts. 














Business 


as Usual 


VED ECA 





Whatever the condition of industry, the daily business of keeping 
clean and orderly must go on as usual—at home, on the street, in 


the store, in the shop, in the factory. 


That means the daily use of brushes and brooms. Distributors 
must continue to stock and sell the tools for keeping floors clean. 
CAPITAL “Red Cap” Brushes and Brooms meet the distributor's 
as well as the users’ requirements. . . . Skillfully made from the 
world’s best materials . . . no delay in replenishing stocks ... a 
reputation for honest value for 42 years . .. and a sales policy 
based on full cooperation with our distributors. 


Don’t wait for better times. Stock CAPITAL “Red Cap” Brushes 
and Brooms now and be ready to serve the re-opening industrial 
plants. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
126 Brush Street, Indianapolis, [nd -gupppeees 
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SALES! 


Use These 8 Features to Obtain Them 


Require no packing. 
Leak proof. 
Easily opened. 


SOA AA ad 


Si, 


Non-corrosive and non-flaking (as iron unions). 


Lege 


No stretching (as in the case of brass unions). 


SF PY PP & 


& 
fest 


Straight way through, with no cored parts to 
hold water or collect sediment. 


7. Shoulder on swivel end and malleable iron nut 
heavier and stronger than would ever be 
necessary. 


The DART Bronze 8. American Standard Pipe Threads and chamfered 


= | 
BRONZE-TO-BRONZE S | 
= 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 








to Bronze principle pipe ends. 
is two bronze seats, TEES—UNIONS—ELLS—SCREWED—FLANGED 
— E. M. DART MFG. CO. 


ground in, 


PROVIDENCE, R. I. 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 














New Application for Electric 
Twin Hook Hoist 


The increasing use of small boats 
in the last few years has brought to 
the fgre a new application for the 
one-half ton, twin-hook electric hoist 
pictured here. The hoist can be used 
by both boat owners and boat build- 











ers in raising and lowering craft to 
and from the water. 

The manufacturer, the Chisholm- 
Moore Hoist Corporation, Tona- 
wanda, New York, states that the 
ease of installation and the low price 
make this hoist particularly attrac- 
tive to the above mentioned pros- 
pects. 

* * * 


Goodrich Appoints Moffitt Dis- | 


tributor for Cutless Bearings 
To insure more concentrated and 


| specialized sales and engineering serv- 
_ ice to dealers and users, The B. F. 


To Distributor Executives: 


| Goodrich Rubber Company, Akron, 
| Ohio, has appointed Lucien Q. Mof- 


fitt, Incorporated, exclusive distribut- 
ors for Goodrich Cutless Rubber bear- 


_ ings in the United States and Canada. 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Lucien Q. Moffitt, who has been 
manager of the Cutless Rubber bear- 


| ing department of Goodrich since this 


new development in water-lubricated 
bearings was first placed on the market 
several years ago, heads the new dis- 
tributing company. With him are asso- 
ciated the same engineering and sales 
personnel which have handled this 
product for Goodrich. 


Offices of the new distributors are 
in the Peoples Bank Building, Akron, 


| Ohio. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 








* * * 


Skilsaw Counter Display 

Skilsaw, Incorporated, Chicago 
manufacturers of portable electric 
saws, has made available to distribut- 
ors a counter merchandiser in five col- 
ors, measuring 19% inches by 20 
inches. This display is designed for 
use with the new model “W” Skilsaw. 
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Dhe SIGN 
of HACK SAW 
WAT BITE THRU 


GET 

IN 
ON 

THE 


NEW 
DEAL! 


Now, everyone is getting ready for better times. 
The “new deal” is working out. Apply it to your 

Sell hack saws 
whose performance and uniformity are unques- 


tioned—hack saws that bring steady orders and 


business, and to your products! 


reorders because they lower operating costs by | 


increasing efficiency and decreasing replacements. 


Lenox blades are famous for these qualities. New 
users constantly are learning of their superior ad- 
vantages—are asking for them by name. 


For distributors, Lenox is a quality line—a profit- 
able line—with clear cut distribution policies 
that can be relied on. Celebrate the “new 
deal” by selling Lenox—*‘‘The Blade in the 







your business. 


LENOX 


AMERICAN SAW 
& MFG. CO. 


SPRINGFIELD 


“The Tools 
in the Plaid 


re eee ee ee 







| 
| 
| 
| 


| 





George L. Mayer, vice-president of Tem- 

pleton-Kenly and Company, Limited, Chi- 

cago, goes into a huddle with Fred White, 

Ben Burbach and Ben Knaak, salesmen for 

Pedersen Brothers Tool and Supply Com- 

pany, Chicago, to explain the operation of | 
one of his firm’s jacks. 


American Asphalt Paint Awarded 
Century of Progress Contract 
According to Grover W. Hermann, | 

president of the American Asphalt | 

Paint Company, his firm has been | 

awarded a contract for $150,000 worth 

of paint to be used for the interior | 
and exterior of buildings at the Cen- 
tury of Progress Exposition, which is 


| to open in Chicago on June 1. 


Some interesting facts concerning | 
this huge painting job will be of in- | 
terest not only to distributors but to | 
those who are planning to attend the 
fair. 
| The interior painting alone will 
cover more than 1,675,000 square feet. 





MASS., U.S.A. | 


of which over 785,000 square feet will 
be finished in aluminum. Over 750.- 


Plaid Box.” Lenox blades will improve | OOO square feet will be Casein colors 


'and 150,000 square feet in oil colors. 


Some unusual, yet practical, effects in | 


| interior painting are expected to have 
| a lasting effect on the industrial paint- 
ing of the future. 
| The exterior painting will feature a 
'color scheme which will be spectacu- 
‘lar in the daytime and doubly so at 
night, when unusual lighting meth- 
lods will be used to produce startling 
| effects. 

The rocket cars, which will travel 
|on cables suspended between two 600- 
‘foot towers, will be finished in white. 

Valdura Asphalt Aluminum is be- 

ing used as a base coat with 32 or more 
colors of Valdura oils and Casein. 
* * x 


Increase in Electric Truck Sales 
February shipments of electrical 
industrial trucks and tractors, as re- 
| ported to the Bureau of the Census 
by 10 leading manufacturers, consist- 


|ed of 27 trucks and tractors as com- 
| pared with 21 in January, 26 in Feb- 
'ruary, 1932, and 56in February, 1931. 





THE MILL SUPPLY 
DISTRIBUTOR 


Holds the Key 
to the Market 


for 


water lubricated 
DEEP WELL 
TURBINE PUMPS 





Because: 


He is in close 
touch with all in- 





dustries, requiring 





this type of equip- 
ment. 


Because: 

Deming fur- 
nishes him with 
complete and con- 
cise sales data 
enabling his sales- 
men to negotiate 
turbine pump 
sales with the 
same assurance 
they have in han- 
dling other types 
of equipment. 


Because: 
The 


has the most im- 


Deming 


pressive combina- 
tion of features of 
any turbine re- 
gardless of price. 


We are interest- 
ed in securing dis- 
W rite 


for complete in- 


tributors. 


formation. 











THE DEMING CO. 


Estab. 1880 SALEM, OHIO 
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Fortune Carries Article on | 


wodhtares _ | The “EVERHOT” 


The March issue of Fortune carried | oP 
an article describing The De Vilbiss | T Tahint Utility Tool 
Company and its products. “De Vil- en Tools in One 
biss and Gun” traces the history of | for 
the company from its modest be- || 4000 Uses 
ginnig under the guidance of Doctor with 
Allen De Vilbiss, through its growth 
under the late Thomas De Vilbiss, to 
its present position in the field. 

The article also describes many of 


The New 
Safety Belt 
Lacer at 


$3.50 will 


PEP UP 









The New 
Improved 
1933 EVER- 
is a won- 
der of modern 


‘cati Hundreds into « handy, compact 

the standard and unusual applications uae qa, cae aaa 

those J AD e D of spray painting. Among large users of ee anes teak 
mentioned are automobile manufac- flame ong» TR 

turers and manufacturers of furni- Markets — a = 

L ES ecccce, ture, radios and electric refrigerators. _ babbtes and colder, 
Unusual applications include spraying ing pipes and redia- 

grease on bread to soften the crust Every = ins off paint in one 

and spraying flavoring into dental ei. apm RF jo 

powder and perfume into face pow- Distribu- ee ee ee ak 

der. tor eS ee ae 

Se oa small indus- 

@Carry the New V Type Safety SS Sa 





a aes be elec- 
Write today painters, inners pam: 
for details of bers, home and auto- 


mobile owners — to 

our profitable mention just a few — 

sales plan for will accept this eco- 

mill supply ” nomical utility tool in 

h a way that will delight 

ouses. the distributor who de- 
—_ mands RESULTS. 


EVERHOT MANUFACTURING CO. 


“EVERHOT” Since 1921 MAYWOOD, ILL. 


Belt Lacer with you and show it 
to your customers and we know 
you will make sales and a profit 
for yourself. 

It will lace efficiently any width 
belt up to 6 inches. 








The jaw faces contact the hooks 








only, thus assuring efficient lacing 
without injuring the belt fibers. 





It fits in any bench vise, making 








it an ideal tool. 

If your house does not now carry ” FRe ATLAS 

D lProvides the Answer 
-. te the present day demand 
for quality and performance 
|at a reasonable 
price 


the Safety line drop us a note 
and we'll tell you all about it. 










Irving P. Farnum of the Cleveland Twist 
Drill Company is again travelling the 
frozen north country, being assigned to the 
state of Wisconsin. He is pictured with 
H. F. St. George, vice-president, Shadbolt | 

and Boyd Company, Milwaukee. | 


With 


ATLAS 


you can meet 
competition at a profit 


Chain Belt Folder 

A new folder illustrates and de- 
scribes the various types of conveyor We would be pleased to give you 
and drive chain manufactured by the | the details of our distributor sales 
Chain Belt Company, Milwaukee, plan. Why not write today? 
Wisconsin. Also described in this 
compact form are various conveyor APPLETON 
accessories, Rex belt and apron con- CAR MOVER COMPANY 
veyors, trolley conveyors, scraper | Appleton 
flight conveyors, stripping conveyors, 
elevators, sanitation equipment, sludge | 
pumps, water screens, and eed, | 
pumping units. 








SAFETY 
BELT-LACER 


COMPARY 
TOLEDO, OHIO 


Wisconsin 
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Buyer’s Guide to Mechanical 
Rubber Goods 


| 


Designed to provide information | 


on mechanical rubber goods in a con- 
venient form, which will be under- 
standable alike to the engineer, pur- 
chasing agent and other plant execu- 
tives, The Diamond Rubber Company, 
Incorporated, Akron, Ohio, has just 
issued a new “Buyer’s Guide to Me- 
chanical Rubber Goods.” 


It contains 24 pages, illustrated 


with photographs and tables, describ- | 


ing many of the most widely used | 


mechanical rubber products. Stand- 
ard stock sizes and list prices are 
listed. 

Among the products treated are: 
transmission, conveyor and elevator 
belting ; hose ; tubing ; rubber packing ; 
chute linings; matting; sponge rub- 
ber and rubber cement. 

.* 2 


Paint Sales for January Increase | 


Sales of paint, varnish and lacquer 
products for the month of January as 
reported to the Bureau of the Census 
by 588 manufacturers, amounted to 
$12,782,859 as compared with $10,- 
127,780 in December, 1932. 

Of this $12,782,859 total, industrial 
sales amounted to $5,218,874, trade 
sales to $4,073,343 and unclassified to 
$3,490,642. An interesting point to 
notice in these figures is the fact that 
industrial sales exceeded trade sales 
by over $1,000,000. This is the first 
time that this condition has been re- 
ported since June, 1932, when these 


comparative figures were first com- | 
In the last seven months of | 


piled. 
1932, the normal ratio of trade sales 














to industrial sales was in the vicinity | 


of two to one. 


* * * 


Book on Arc Welding 


Cutting costs by redesigning is the 


theme of a new book, “Designing for | 


\rc Welding.” 


It is composed chiefly | 


of prize-winning papers submitted in | 
the prize competition conducted by | 
the Lincoln Electric Company, Cleve- | 


land, Ohio. 


The book consists of approxi- 
mately 450 pages, divided into five 
sections as follows: 
building, Buildings - Bridges, Large 
Containers and Piping and Fittings. 
In every case, the fundamentals of the 
design are so explained as to make 
them applicable to other industries. 


Machinery, Ship- | 


JAEGER Pine PUMPS 


( —— 


| 9 


Sell Our 10,000 
Gallon Size at 
$165°° 5°... 


Columbus 


compact, p 


BUILT IN 2”, 3”, 4”, 6” SIZES 


Make money with pan Mio eoteet salting 1 ay 
bie centrifugais for all drain 
supply jobs. Send for new catalog, new tow be 


THE JAEGER MACHINE C 





of simple, 
work, many 
te 


501 Dublin Ave. 
* Columbus, Ohio 











RAWHIDE BELT LACING 


Dependa ble Products 








Round Rawhide Pins 

For use in connection with 
Metal Belt fasteners—are uni- 
form in size and smooth in 
finish. Put up in bundles of 
1000” or 24 pins to a bundle; 
in lengths of 6,12, or 24 inches. 


Twisted Rawhide Safety Lacing 
We also manufacture Twisted 
Rawhide Safety Lacing for 
single and double belts. Vari- 
ous sizes put up in 100-foot 
packages. 


Chicago Rawhide Cut Lacing 
is a strictly Mechanical Raw- 
hide; cut from the center of 
the hide. Will not deteriorate 
with age and will remain soft 
and pliable under all condi- 
tions. 

A long wearing lace 
superior tensile strength. 


with 


LE A en ee lide 


AULBUPRD EEA geet al of of 8 ae 





Write for Prices 


THE CHICAGO RAWHIDE MFG. CO. 





1301 Elston Avenue Tanners for over 50 years Chicago, Ill. 
Branches 
Detroit Cleveland New York 
Philadelphia Pittsburgh St. Louis 
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Are your belting sales lagging ? 
Is your belting department just mark- ? 
ing time 


Are your salesmen tired of the usual ? 
humdrum line of sales talk—compe- 
tition, price, etc. 

Do you want to put new life into your 
belting sales 


=~) 


Would your salesmen welcome a new 
product with new ideas and new 
arguments—economy, low initial 
cost, low upkeep, satisfactory per- 
formance 


~—) 








» Here’s the 


Answer 


HETMACO, the new transmission belt, is in | 


demand today by all industries. It is the 
economy belt that is wanted—that you can 
sell. Competition can be forgotten. It is in 
a class by itself. 

Then there are Malabar and the other Genu- 
ine Hettrick belts that make a complete line 
with which to meet ALL requirements for serv- 
ice and price. 

Write for samples and give this new idea 
serious thought. It may be just what's needed 
to hold your belting trade in line. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
2 TOLEDO, OHIO * 








BARNES 


> eee 
RED ARROW 


High Speed Steel Hack Saw 
Blades 


Are Popular with Distributors 


Because— 


1. They cut faster and with 
greater precision and accuracy 
and a minimum amount of 
breakage. 


2. Their efficient and econom- 
ical performance guarantees re- 
peat orders with little sales 
effort. 


3. The Barnes sales policy pro- 
vides real protection, adequate 


sales help and a fine margin of 
profit for distributors. 


Investigate our products and our prop- 
osition and be convinced. 


W. O. BARNES CO., INC. 
1297 Terminal Ave., 


DETROIT, MICH. 
and Leading Jobbers Everywhere 





| Smith Welding Catalog 


| Smith Welding Equipment Corpo- 

ration, Minneapolis, Minnesota, has 
| just issued a 56-page illustrated cata- 
| log, describing the welding and cutting 
equipment of its manufacture. Among 
the products shown are: Torches, 





| ing outfits, preheating torches, oxygen 
| and acetylene regulators, gages, acety- 
| lene generators, goggles, welding hose 
| and various fluxes. 


* * * 


New Catalog of Acme Asbestos 
Products 

Pipe covering, insulating material, 

| boiler jackets, stack lining and asbestos 


| cement are among the products illus- | 
| trated and described in a new 16-page | 


catalog issued by the Acme Asbestos 


Covering and Flooring Company, | 


Chicago, Illinois. 
xk ok x 
Jest Between Us Salesmen 


(Continued from page 32) 
supply houses today that are going to 





lieve in backing up their crews with 
| advertising, and who can lead. For, 
| the sales manager who can merely 
“give orders” and demand that they 
be obeyed, right or wrong, will never 
pilot the old ship into the harbor of 
| better days. 

Now is the time for understanding 
each other, boys, of working hard, of 
knowing our trade area in general and 
our regular customers in particular, 
for analyzing, for studying, for know- 
ing each day when we start out “just 
where we are going,” having a picture 
of our prospects for that day, not 
only in our “mind’s eye” but a record 
of their previous purchases in our 
little record book. 


Now is the time, also, to envision | 


what each customer or prospect we 
call upon might need. We shouldn’t 
just waltz in and say, “Here I am, Mr. 
Gray, do you need anything today?” 
Business for several years has been 
on the hummer because salesmen 
have been taking only “need” orders. 
From now on with things looking 
brighter, let us work the other way 
around and suggest to each customer 
or prospect something that he should 
have. Carry a sample or two. Demon- 
strations are always a good way, I 


tips, complete welding outfits, solder- | 


| be doing business tomorrow will be | 
| those that have sales managers who | 
can work with their men, who be- | 





| 
| 


Ted Shield” 


HIGH SPEED 
DRILLS 





For High 
Speed Production 














THE STANDARD TooL (0. 


New York: 94 Reade St. 
Chicago: 552 W. Washington Blvd. 











Bolt and screw 
buyers prefer to 
stick to ON E 
line that is com- 
‘plete enough to 
provide for their 


varied needs . . that’s 


Ottemiller 


—and in quality 
and uniformity in 
dimensions, Otte- 
miller seeks first 
place. You don't 
have to apologize 
for anything Otte 
miller makes and 
ships. 











| We also sell 
| Dardelet Thread 
Screws 


THE Wm. H. 


OTTEMILLER 


COMPANY 
York, Pa. 





| CLEVELAND | 








) uMi 
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RUBYFLUX Acid 
Core Solder is pre- 
sented to the 
trade in re- 
sponse to an 
insistent de- 
mand. It sup- 
plies the need 
for a wire 
solder that 
speeds up 
# hand and ma- 
chine  solder- 
ing by carry- 
ing in its core 
genuine 
RUBYFLUID 
Flux, the 
world's most 
popular sol- 
dering and 
tinning flux. 


More Distributors Needed 


Our sales program calls for many more 
distributors, especially those who sell 
the industries. RUBYFLUID Acid Core 
Solder and its companion products, 
RUBYFLUID Flux and Soldering Paste, 
offer distributors quick turnover, volume 
and profit. 


It Had to Come 








Ask for Free Samples and try 
them in your own shop 


THE RUBY CHEMICAL CO. 
70-76 McDowell St. Columbus, Ohio 








Precision Ball and 
Roller Bearings by McGill 


The automotive roller bearing below consists of 
bronze retainer, steel rolls, and an outer raceway 
assembled as a unit and a separable inner race- 
way... These roller bearingsin many places are 
supplanting ball bearings and the hollow flexible 
roll type roller bearings. . . McGill bearings are 
used extensively where quality and workman- 
ship are paramount considerations. .. Consult 
witha member of Our Technical Staff. Our expe- 
rience may be valuablein helping yousolve your 
bearing problem. Our factoryis ideally equipped 
to manufacture any special bearing. Our New 
Catalog No. 12 will be mailed you upon request. 





SMACGILL’ 


MANUFACTURING CO. 
VALPARAISO © INDIANA 
Box No. 669 








have found, to break the ice when the 
| temperature of the room and the pros- 
| pect are below freezing. Show any 

prospect that what we are demon- 
| strating can save him money or do 
his present operation better, and he’s 
interested more times than not. 

Well, time’s up for this chat. If 
I’ve hurt anybody’s feelings I’m 
sorry. Maybe an old-timer like I am 
can’t put things just the right way, 
but what I’ve said has been to help 
you not to make the same mistakes I 
did when I was a cub 25 or 30 years 
ago. 
G. S. M. Help him as he is trying 
to help you. He’s only human like you 
and may “fly off the handle” once in 
awhile but underneath his gruffness 
he’s true blue, all wool and a yard 
wide. Will he appreciate your confi- 
dence and support? Boy, you can bet 
your sweet life he will! 


. * & 
| Joint Merchandising Committee 
| Activities 
(Continued from page 26) 
| F. E. Satterlee Company, Nicols, 
Dean and Gregg, Kelley, How, 


Thomson Company, Black and Deck- 
_er Manufacturing Company, Robin- 
son, Cary and Sands Company, Wil- 


liams Hardware Company, American | 


Asphalt Paint Company, W. P. and 
| R. S. Mars Company, Northern Ma- 
chinery and Supply Company, Hene- 
pin Hardware Company, J. H. Wil- 
liams & Co., Gardner Hardware Com- 


| pany, Minneapolis Iron Stores Com- 
pany, Warner Hardware Company, 
3oston Woven Hose and 
Company, Linde Air Products Com- 
pany, and Simonds Saw and Steel 
Company. 

To date, the Joint Merchandising 
Committee has held local group meet- 
ings in the following centers: Mem- 
phis, Atlanta, New York; Detroit, 
Boston, Philadelphia, New Orleans, 
Greensboro, Baltimore, Cleveland, 
New Haven, Indianapolis, Dallas, 
Chicago, Pittsburgh, Buffalo, New- 
ark, Milwaukee and Minneapolis. 

More than 1,000 members of the 
supply industry have attended these 

| group meetings, convincing evidence 








of distributors’ and manufacturers’ 


Committee work, 
* ok * 
Fire Extinguisher Sales Increase 
Shipments of hand-type fire ex- 
| tinguishers for the month of Feb- 
ruary amounted to 11,841 units as 
compared with 10,749 for January. 





In parting, get closer to your | 


pany, Janney, Semple, Hill and Com- | 


Rubber | 


| interest in the Joint Merchandising 








-DISTRIBUTORS.- 


Exclusive territorial rights and 
high profit margins are avail- 
able on 


BRONCO BRONZE 


\the modern, high lead, anti-friction 
bronze that is creating a sensation in 
industry by its remarkable performance. 
| Write today for complete informa- 
tion on the outstanding quality of the 
Bronco Line, and our very attractive 
| proposition for distributors. 

Bronco cored and solid bars are avail- 
|able in more than 220 different sizes 
| and two grades of hardness. 
| They will solve your customers’ bear- 
\ing problems definitely and econom- 
ically. Their record is exceptional. We 
| guarantee the most satisfactory results. 


SALESMEN WANTED 
We still have some Territories OPEN. 
Write us. 

BRONCO A TOUGH BEARING 

METAL FOR A TOUGH JOB. 














Arthur A. Matthews 


‘BRONCO BRONZE CORP. 
| 450-456 Union St., BROOKLYN, N. Y. 








| The Saws with the 
| High-Speed-Steel 
Edge 







We Named Them 


MARVEL 


| Because they are 
Fast Cutting 


Long Lasting 










Both the blades and the 
| hole saws have a_ high- 
| speed-steel cutting edge 
| welded to a tough un- 
breakable body. They will 
not crack nor shatter un- 
der the heaviest strain— 
| yet they cost no more 
than ordinary high speed 
steel blades. And they are 
| guaranteed. 





Shouldn't 
| You Be 
Selling 

Them 


? 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
| 353 N. Francisco Ave., CHICAGO, U. S. A. 
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Ready 
for 
Distributors 
Soon! 


THE 
1933 EDITION 
MILL SUPPLIES 
CATALOG & DIRECTORY 











—a complete revision 


WwW 


Have you mailed 
your request for 
a copy? 


If not, send it in 
today 


—and bring your- 

self up-to-date on 

important buying 
information. 


WwW 


MILL SUPPLIES 
CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference” 


520 N. Michigan Ave. 
CHICAGO, ILL. 
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